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A Wider Field— 
An Increased Opportunity 
Because We Have 


- BUILDING 


Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Children 
on variety of Life and Endowment plans, thus enabling 
parents to buy all of the Family’s insurance on the Ordinary, 
i.e. Annual, Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability 
features for Males and Females alike. 


Standard and Substandard Risk Contracts, i.e.less work for 
nothing. 


“THE OLD COLONY LIFE 
INSURANCE COMPANY 
of CHICAGO, ILL.” 


The Company has its Home Office in its own building at 166 W. 
Jackson Blvd. running through to Quincy and Wells Street, right 
in the heart of Chicago’s Financial district. 
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AUGUST PRODUCTION 
HAS BEEN ANALYZED 


Insurance Sales Research 
Bureau Has Issued Its 


Monthly Report 


Life 


STATE GROUPING IS MADE 


Middle Atlantic and Industrial States 
Continue to Be the Most Active 
in Production 


PITTSBURGH, PA., Oct. 2.—Th, 
Middle Atlantic or industrial states con- 
tinue to be the most active in life insur- 
sales according to an analysis of 
by the 


Bureau 


ance 


August business recently mace 


! Insurance Sales Research 
all the 


sales 


fe 
states except low 
the month 


surpassing 


ilowever, 


enjoyed for roughly 


equaling or even those of 


four Louisiana. 
Montana Idaho. 
grouped by dis- 
seen the western or 
district the only 
business in August this 
vear than last. This district has shown 
steady gains, however, month after 
month, beginning at an exceedingly low 
level last winter Following a vers 
successful July, it now has experienced 
a month of some reaction. The Middle 
\tlantic states head the list according 


last The S¢ are 
South Carolina, 

When the 
tricts, it 1s 
mountain 
which did 


year 
and 

are 
that 


1s 


states 


section 


less 


to this scheme of grouping, with a gain 
of 24 percent over last August Phe 
others rank as tollows: 
acifie States 121 
Central . 111 
New England 116 
West Central 105 
Southern 104 
Southwestern 103 
Western v4 
Rank in New England 
As in June and July, Rhode Island 


led the states of New England with an 
increase 25 percent over last August 
Massachusetts also enjoyed a prosper- 
ous month with a gain of 12 percent. 
Vermont, hewever, still falls short as in 
each month since May of 1921 sales and 
is the only state in this group which its 
behind 1921 in total business for the 
year to date 

New York and Pennsylvania have 
running clese together in sales but 
n August the Empire State forged 
chead, with an index figure of 12! 
against the Pennsylvania tigure, 113 
New Jersey enjoyed a good volume o 
business and for the year to date leads 


ol 


heen 


the’ Middle Atlantic states. Following 
a phenomenal business in July, the stat: 
of West Virginia registered 123 in 
August. Every state in this section 
gained at least 10 percent over last 
\ugust. Mississippi, which has been 


somewhat erratic, made a good record 
in August. For the year to date, Vir- 
ginia is the most depressed but August 
business resembles July in practically 
equaling the 1921 volume Louisiana 
suffered a poor month. 
] Ohio during Augns 


Sales activities in 





_EQUITABLE’S NEW PLAN | ANTICIPATE 


PROTECTS POLICY PROCEEDS 


Options Provided Which Would Guar- 
antee Beneficiary from Dissira- 
tion of Funds 


NEW YORK, Oct. 3.—Appreciating 
that the responsibility of a insur 
ance office to its policyholders does not 


lite 


cease with the payment of claims, but 
is rather intensified thereby, the Equit- 
able Life of this city has arranged a 
very effective financial program unde: 
which the tunds of beneficiaries will be 
conserved, and the full intent of de- 
ceased policyholders carried out Fo 
months past the daily press of th 
country has carried stories of the vast 
sums of money absolutely lost to in 


vestors through their dealings with fly 
by-night brokers, and in but too many 
nstanees the unfortunate victims proved 
to be widows, who in the ol get 
ting exceptional interest returns, had 
been induced to purchas¢ 
wholly worthless industrial concerns o: 


hope 


securitics oO 


cf wildcat mining ventures All the 
blue-sky laws of the land seem power 
less to save guillibles from turning 
iunds over to conscienceless brokers, 
the promise of quick returns being bait 
that never fails to catch the unwary 


Assurance to Beneficiary 
Holding that the primary function of 
lite insurance provision 
for helpless widows and orphans ones 


to make sure 


1s 


the bread winner be removed by death 
the Equitable Life under its new plat 
gives “assurance that the beneticiary 
will receive in the vears that follow 
the maximum value of the insuranc 
protection” paid tor by the family head 


during his productive years 
As the policvholder may 
stipulate that the 


elect, he ca 


proceeds of his policy 


or policies will be paid for by th 
Kauittable Life. under one of the thre 
following methods (1) The entire 
amount to be left with the Society 
which will pay interest thereon in quar- 
terly installments at the rate of 3 pet 
cent and if a higher interest rate be 
earned an added dividend will be de 
clared; (2) the full amount of th 
policy to be paid in a series of install 


ments over a definite number of years 
or (3) an income assured the beneficiary 
for life. All money left with the So 
ciety carries a guaranteed rate ol 
nterest of 3 percent, and the stipulation 
that if a larger amount be earned, th 
beneficiary will be given the benefit. A 
form of certificate. Cesignated “deposit 
tallment™” or “income bond” as the 
assured may prefer, is given the s 
sured, and attaches to his poli 
wenrg slower than those Oo Ilino 
Michigan, Indiana and Wisconsin all 
showed a slight falling off from recent 


rhe last two named states wet 
particularly active during this month 
The central states west the Mis 

sipp! are gradually improving. Nebrask 
alone (as last month) stancs above the 
100 line in sales for the year to date, 
but this state experienced a very ord: 
nay month’s business in August Phe 
Dakotas which have been far behind 
last record, are now in “fair” 


as vear's 
(CONTINUED ON PAGE 6) 
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WILL GIVE GREATER SUPPORT 


American Life 


Ww 


Convention Companies 
ll Stand Behind Work of 


American Service Bureau 








As a result of the thorough discus- 
sion at Milwaukee last week of the ac 
tivities of the American Service Bureau | 
of Chicago, the inspection bureau of 
ganized by the A in Life Conver 
tion, it Is gen I]y vwheved that Ame 
ican Lite Cony mm companies wi 
patronize the Bureau much more liber 
all du y the co \ and that 
trom now will be a financial suc 
cess \t the Milvy meetin t 
] oped t alt ’ 1 tie \merican 
Scrvice Burcau Ss al tegral pait oO 
the Ame Life Convention, a nu 

ol \ | ( compa es have beet 
riy re tl ! nspect work to other 
or zations \s othcial of one ot 
the western Ite 4 pa es said “hh 

lonted a child na brought it int 
< hous d then failed to teed it 
Simmons Chief Sponsor 

1 hie smerical Pery ‘ | cau s 

icipally the o owth ot an idea 
ri ceived by Dr. E. G. Simmons, vice 
president l’an-Amert n Life of New 
Orlear | wid | 1) Simmon 
Was pres d 1 ol tie \mx can Lite 
Convention | turned ove n his mind 
the van of ! ne the American Lift 
Convention operate its Own inspector 
bureau Dr. Simmons talked the pla 
over with T. W. Blackburn, secretary 
of the Am« in’ Life Convention, and 
exhaustive data was pre sented it «othe 
st | s ‘ 1 oO 1 o. gan tion 

it ’ we > Galloway, who 
was the if ol thre lLlooper 
Holmes | eau at Chicago, was engaged 
nager, and tl Ameri Service 

rea Was ncor] ted n 1920 just 

( the meeting of the medical se¢ 

m ¢ An n Lite Conventien 
at kre Licl ) luly 1, 1920, the 
\1 = \ t I ‘ opened to 
, 

Business Did Not Materialize 

| 1 nto being on the theory that 
\n 1 Lit Convention compan 
whic then spe ne $450,000 an 

1¢ ect ce would give 
bulk « } to the nev 
) | zed on this bas 
| } lh ] ta t Ss 
) i CC ré ‘ . ( T cK to 
~ t t t l SItie Was not 
rt Companies continued th 
' , ‘ ifiliation and 
} \r can > vi ircau oper ited 
> ‘) « } nro « rned 
‘ nN 
See Better Times Ahend 

! the o ‘ that the 

| L onve tion «¢ npanie 
thy | ’ ' 1 supp P ‘ 

, ‘ ‘ nrc t of least $3.00 

1 It pc ted out that 

veral cony es | e given the Amer 

S Bureau their large cit) 
) ness, whicl stly nd wpon 
vhich no profit 1 ' le. but the 
have failed to turn over to the Bureau 

cr untry inspections, which are-less 
xpensive In other words. the Ameri 
(CONTINTED ON PAGE 18) 
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INCREASE VIEWS OF OFFICIALS 


ON DISABILITY CLAUSE 


Say It Has Been Liberalized and 
Developed More Rapidly 
Than Necessary 


MAIN OBJECTIONS GIVEN 


Declared Companies Have Put Them- 
sclves Into Disability Insurance Busi- 


ness Although Not Wanting to 


\t the recent annual meet'ng of the 
\merican life Convention. Dr. Henry 
W ire in Cook vice-pres dent of the 
Northwestern Nat‘onal Life of Minn 
! sounded a warning note reward 
ng the liberalization and widespread 

of the total an | per nent disabilit 
cla lif companics Dr. ( ook 

le the point that the total and perma 

t disa ty clause is still in the ex 
perimental sta at that companies 
do not know just where they are drift 
1 © tar as possible results are cor 
cerned, He urged that companies mak. 

stud of the d sablity clause become 
im with its history, and be in | 
better position to deter rine whether 
thy neral use of the clause will pr 

ly eld a favorable experience o1 
brit i high loss ratio \ number of 
compa othcials who were asked to 

\ the:r views regarding Dr. Cook's 
oO s were almost unanimous in 
agreeing with what he said 

In Disability Business 

| think,” said one prominent Chicago 
othcial, “that it is time to stop, look 

d listen. We have been goine ahead 
vith the use of the disability clause in 
what is really a very careless manner 
When we started out it was all right 
Wi ust provided for a waiver of 
premiums, and made the assured wait 
for full year before commencing pay 
ment for permanent and total disability. 
We placed the responsibility for estab 
lishing total and permanent disability 


square!\ upon the shoulders ol the 
policyholders That was safe enough. 
But then the liberalization process svt 
mM. We commenced to add this teature 
ind that feature, and gradually but 
surely we drifted into the accident and 
healt! bus'ness That is all the total 
ind permanent disability clause amounts 
to today It is n ettect. a disability 
urance policy, and not the kind of cor 
tract that should be issued by a life 
insurance company It brings with it 
entirely too many complications, and 


cannot help creating misunderstanding 
veen the company and policyholder 


Entirely Too Liberal 
“See what the disability clavse pro 
les today. Many ompanics will com 
ence paying total and permanent d 
ability to a policyholder immediate] 
upon proof of total and permanent 
| disability. Some companies. make th 
lassured wait 9) days. But there ar 
plenty of case vhere companies ars 





9 . 
a 


paying policyholders for total and per- 
manent disability that is, in reality, not 
total and permanent disability at all. 
Later the assured recovers. Then the 
company discontinues the payment, and 


the policy is re- 
basis. This is nothing but disability 
insurance. It is the payment to a 


policyholder of money for _ being 
disabled for a limited period of time. 
That sort of thing is the function of an 
accident and health company, and some- 


thing that a life company should not 
get into.” 
Competition Has Forced Liberality 
Another official gives this view: 


“Competition has brought about the un- 
necessary liberalizing of the total and 
permanent disability clause. One com- 
pany announces a new, and apparently 
harmless feature, and is shortly followed 
by a number of others. Then the rest 
fall in line, and soon all are embodying 
the new provision. The one provision 
is innocent enough in itself, but it is 
later followed up with another. One 
new frill is piled on the top of another, 


until, at the end, we find an extremely 
liberal and many believe dangerous 
clause in general use. The same thing 


is happening to the life insurance com 


panies with their disability clauses that 


occurred with the accident and health 
companies some years ago. You will 
remember that the disability companies 


went wild on the question of frills. They 
fell all over themselves to add one new 
feature after another. The other day 


company anneunced 
that it would double the total and per- 
manent disability payments after five 
years and triple them after ten years. 
This strikes me as a wholly unneces- 
sary proposition, and one that. the 
policyholder will seldom be able to take 
advantage of for the reason that I 
understand that the average period of 
total and permanent disability, based 
on foreign statistics, is one year and 
four months.” 


a life insurance 


Loss Hatio Will Mount 


in sympathy with 
“It is time 


\nother executive 
Dr. Cook's suggestions says, 
to pause long enough to study the 
clause that we are modifying so regu- 
larly. The trouble probably is that up 
to date the claims under the total and 
permanent disability clause have not 
been particularly numerous, Companies 


have escaped with a fortunate experi- 
ence. This has led many to. beheye 
that the total and permanent disability 


dangerous, and cannot 
ratio. If all of the 
total and 


clause is not 
bring a high 
policic s in force 


loss 


contained the 


permanent disability clause it might be 
a different story. As it is, only the con- 
tracts issued within the past few years 


The point that | am making 
these policies grow older the 
total and permanent disability claims 
will mount. It will be a cumulative 
proposition, As the life companies 
take on more total and permanent dis- 
ability liability the loss ratio must cer- 
tainly go up. There can be no dodg- 
ing it. 


embody it 
is that as 


Should Study Clause 


“Realizing this it is incumbent upon 
the companies to give some thought 
to this question, and to find out where 
they are probably going to land, they 
should know something about the ex- 
perience, the probable duration of the 
claims, whether the premium being 
charged is adequate or not, and what 
classes of policvhole ders should not be 
granted the total and permanent dis 
ability provision. [hese are all vital 
questions. They have been, to a large 
extent. ignored by companies which 
have freely issued the disability provi- 
sion. Dr. Cook's suggestion is very 
timely. Before going any further in 
liberalizing the disability clause, com- 
panies should know just what it is 
they are selling, and the kind of 
ratio it may bring.” 

Creates Disgruntled Policyholders 


loss 


The medical director for one of the 
American Life Convention companies 
savs. “What we object to about the 


total and permanent disability clause is 


established on the old | 





THE 


TWISTERS REVIVING| 


ARE MORE ACTIVE IN CHICAGO 
Have Come Out of Their Holes Since 
Agitation by Association of Com- 
merce Ceased. 


The life insurance twister, who tor 
some months after the Association of 
Commerce of Chicago began warning 
people against having their policies 


transferred, was in semi-retirement, has 
now come forth in all his glory and is 
out on the firing line very actively. 
The’ Association of Commerce had a de- 
partment to which were referred in- 
quiries from policyholders who were ap- 
proached by twisters offering golde: 
opportunities for cashing in their poli- 
cies and taking out new insurance. Fig- 
ures were juggled so that to the man 
up a tree it looked like he could get a 
lot more insurance for his money and 
have several thousand dollars extra to 
invest at 6 percent. 

This advertising that appeared in the 
daily papers served to check the oper- 
ations of the twister. He burrowed into 
the ground and stayed there until the 
sun began to shine brightly again and 
the advertising stopped. The general 
agents say that the twisters are at their 
nefarious business in Chicago 
Appeals have been sent to 
for methods to oppress the 


companie 
trathec or 


at least check it to some extent 

that it gets us into trouble with our 
policvhelders They think they have 
accident and health insurance. Last 
week the wife of one of our policy- 
holders wrote to us telling that her 


husband had had an 
appendicictis, and that she 
to commence receiving the disability 
benefit until he recovered. That is an 
xample of what we are up against. 
Whether the agent misrepresents it or 
whether the policyholder misunder- 


operation for 


would like 


stands it, | do not know, but the result 
is the same. This sort of thing was not 
possible when we were issuing strictly 
death insurance. If the policvholder 
was dead, and proper proofs of loss 
were submitted that was an end to it. 
We simply paid the claim. Now we 


find outselves arguing and explaining 
to policyholders, and we do not like it. 
It impairs the relationship between the 
company and policyholder. It is a 
thing that should be avoided, and vet 
with the extension of the disability 
clause it Is getting worse instead of 


better. 't is one of the main reasons 
why | object to the use of the total 
aid permanent disability clause, and 
more particularly to a clause which is 


so liberal in its provisions as to lead the 
policyholder to believe that he has, in 
addition to life imsurance, an accident 
and health policy.” 


Clauses Loosely Drawn 


\n interesting side light is furnished 
by the vice president of a company 
writing both accident and health and 
life business who states, “I have been 
very much surprised to find that the 
total and permanent disability clauses 
used by a great many life companies 
are loosely and carelessly drawn. Some 
time ago several life companies wanted 
us to reinsure a portion of their total 
and permanent disability business. We 
looked over their clauses, and found 
them decidedly unsatisfactory. The 
life companies are not accustomed to 
handling disability claims. They do 
not know how to draw up a total and 
permanent disability clause that ade 
quately protects them. That is, the 
majority do not. As a consequence, a 
number are using clauses that are wun- 
certain, and leave a loop hole for the 
policyholders to take advantage of the 
company. Seemingly, life insurance 
actuaries and attorneys are able enough 
to draw up a sound and safe life con- 
tract. but they do not understand the 


NATIONAL 


again. | 


UNDE RW RITER 


| SEES ‘RAPID GROWTH 


SUBSTANDARD IN 


INFANCY 


Ankers of Continental of Washington, 
D. C., Tells Accident Convention of 
Brilliant Future 


The insuring of under-average lives 1s 
only in its infancy, according to R. E 
Ankers, actuary of the Continental Life 
of Washington, D. C., who addressed 
the Southern Industrial Insurers Con- 
ference in Washington this week. Mr. 
Ankers said that the gradual develop- 
ment of the business and the active in- 
terest taken in it by such organizations 
as the American Life Convention will 
put substandard life insurance on a per- 
manent basis and develop it into one of 
the great features of life insurance. He 
said that it is probable that all com- 
panies will eventually write this class of 
business, those who feel that their finan- 
cial strength would not enable them to 
carry the risk, reinsuring any portion of 
t, perhaps the entire amount. 





Is Great Service 


Mr. Ankers said that this class of life 
insurance is the easiest to write and 
this is the nearest approach to “Over 
| the counter insurance” which life com- 
panies can write. The issuing of sub- 
standard insurance is one of the greatest 


forms of service that the life companies 
can render, as it offers protection to 
many who would otherwise be unable 
to apply. It is a great sales force and 
gives the companies’ field forces a great 
opening for future work. Mr. Ankers 
said that many of the companies who 
have recently taken up this class of in- 
surance have undoubtedly done so at the 
urgent request of agents rather than 
from their own volition, but regardless 
of the incentive it was a service to both 
the insuring public and the agents. 


Experience Makes Safety 


Taking up the subject from the under 
writing standpoint, Mr. Ankers said 
that the 
panies who were pioneers in this work, 
as well as the statistical results of the 
coming years will make this class of 
life insurance as safe an underwriting 
project as the writing of standard risks. 
He said that there are four types of sub- 
standard hazard which covers about 80 
percent of the business written under 
this classification and these are now well 
enough known that most companies 
could afford to retain business written 
in recognition of these hazards. These 
four hazards are occupational risks, 
heart murmers, overweight and albumi- 
nuria. The remainder of Mr. Ankers’ 
paper was devoted to an analysis of the 
four methods of rating under-average 
risks and their various combinations. 
He also spoke of the matter of reserves 
retained by the companies, saying that 


on the whole the reserves reached no 
higher figure than those retained on 
average lives, as one-half of the sub- 


standard risks, those with immediate 
mortality expectancy, average with the 
other with greatly deferred hazards, so 
that the lower reserves on one and the 
higher on the other produce an average 
equal to ordinary business 


intricacies of a disability claim. This 
condition may lead to the payment of 
some large claims by companies which 


do not know the dangers that confront 
them.” 


Fraternal’s License Revoked 


Western Star Order, 
hicago, Ill, a 


The Independent 
1127 Blue Island avenue, C 
fraternal admitted to Michigan in 
has been notified that its license wa 
selled as of Sept. 29, 1922 The order 
failed to file a valuation report for the 
year ending Dec. 31, 1921, and disregarded 
|all correspondence directed to it by the 
department 





‘GAINS SEEN 


October 5, 1922 


IN TEXAS 


| SEPTEMBER BUSINESS BETTER 


Material Increase in Writings Reported 
In Both the Cities and Rural 
Districts 


DALLAS, TEX., Oct. 3.—There ap- 
peared to be a material increase in the 
amount of life insurance business writ- 
ten in September as compared with 
August figures, according to reports 
from a dozen insurance companies and 
agents in Dallas. The improvement 
was noted in both the cities and th: 
rural districts. Business has been fairly 
good in the cities most of the year, duc 


principally to the fact that the agents 
have centered their efforts on salaried 
| prospects of business men who were 





able to buy life insurance, instead of just 
taking prospects at random and trying 
to talk them into buying. 


Farmers in Better Shape 


But in the rural districts it has been 
different most of the year. That was 
because the farmers have had a couplk 
of hard years and were not in position 
to buy what they really needed in the 
way of protection. The cotton crop 
about 3,000,000 bales in Texas, valued at 
more than $100 per bale, is now being 
marketed. The majority of it has been 
gathered and the farmers have paid their 
debts and have money left to buy in- 
surance. The increase in business in 
the rural districts has been marked, in- 
surance men report, and there is every 
prospect that it will continue to be brisk 
for the remainder of the year. 

The selling of cotton, and the paying 
ot accounts, has put the retail merchants 
in the rural districts in position to buy 
insurance and they are buying. The 
doctors and all other classes in those 


| districts have felt the effects of the good 


crops and prices and are investing in 


+} ee 
insurance policies as a result, 
| 


valuable experience of the com- 


Writing Business Insurance 


In the cities a considerable amount of 
business insurance was being written 
this month, it was said, and the pros- 


| pects appeared to be better for that line 


| of business. 
| insurance 


1908, | 
s ean- | 


There was also more life 
to protect estates, pay incom 
taxes, ete., being written than for some 
time. In the cities the best prospects 
appear to be the man with a fixed salary 
of $520 per month and up or the busi 


ness man who now feels that the crisis 
is past and that he is safe to invest a 
little for the protection of his family as 


well as his stock. 

It is generally predicted that the 
amount of insurance written in Texas 
this vear will exceed that of 1921. 


Big Policy on Movie Star 


One of the largest insurance contracts 
written in Kansas in many months and 
what is said to be the second largest 
contract on a movie star of equal ag 
has just Leen closed by Wichita insur- 
ance men. Policies aggregating $: 
000 of life and disability insurance hav« 
been written on the life of Eugenie Den 
nis, 18-year-old “psychic wonder girl” 
at Atchison. 


Phe \etna 





Life got the general lit 


contract. Ransom Stephens, the com- 
pany's agent at Wichita, wrete the bus! 
ness [he Loyal Protective of Bosto 
got the disability end of the line throug! 
Robert Stanton, its agent at Wichita. 
One policy, for $250,000, is a 15-vea 
cndowment. The other is a_ straight 


clc line life insurance policy for $125, 
000. It is asserted that only Marguer- 
ite Clark carries insurance of a larger 
amount for a movie star of the same 


Miss Clark 


age. is said to carry $500,- 
000 insurance. 

The insurance was written for the 
Corona Pictures Corporation of New 
York 
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CAN YOU PAY— 


YOUR DEBTS? 


OR the average man and woman life is chiefly made up 

of the business of living. In that process people assume 

all sorts of obligations—they must-—-which are as real 

as business paper and must be met as promptly. Default 
in either case is disastrous; the defaulting business man ceases to 
have credit and goes out of business; the social or moral or 
political defaulter just disappears. 

Few realize that being born puts us in debt. 

No fault of ours, but a fact. Dame Nature issues our 
paper as soon as we utter that first cry. No wonder it is a cry 
of fear! That paper really constitutes a more serious obligation 
than any other promise to pay we ever issue. 


IT HAS NO SPECIFIC DUE DATE 


But it will certainly mature; it will not be forgotten or 
lost or destroyed by fire, nor will it be forgiven. 

It may mature tomorrow; it may not mature in 
forty years. 

The average man has to shake himself together to realize 
that any such obligation exists. Think a moment! 


Who paid for your upbringing ?—Did you? 
Who paid for your education ?—Did you? 


Possibly in part if you worked your way through college. 
But having graduated from college or elsewhere you (the aver- 
age boy) go to work. Now, perhaps, you break even; you do 
not yet begin to repay what you owe; you can’t. 

hen you start in business. Obligations rapidly multiply; you begin 
to understand what a dollar means and especially you learn that you must 
pay your debts. 

Then (if you are so fortunate) you marry and then again, perhaps, 
children come. Obligation now piles upon obligation. 

No one can properly meet those obligations but you. Suppose 
you die one fine day. Then your family will discover the due date of 
your paper. 


IT WILL ALL MATURE AT THAT MOMENT 


Have you made provision for that ? 

Can your estate pay up? 

If not, who will pay? 

Somebody must. IT’S THE LAW. If you don’t know who will 
pay and what form that payment may take, ask any agent of the New 
York Life. He'll tell you. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 
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A Few Reasons 
WHY SHENANDOAH LIFE AGENTS ARE SUCCESSFUL! 





Up-to-the-Minute Policy Contracts. 

A Correspondence Course in Salesmanship. 

A Liberal Agency Contract. 

A Free Circularization Bureau. 

Whole Hearted Co-operation of the Home Office. 
A Liberal Substandard Department. 

The Numerical Rating System. 











Agency Openings for PRODUCERS 


The Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 
The Agents’ Company—The Policyholders’ Company 
On Agency Matters Address—The Agency Manager, W. F. MACALLISTER 























appreciate an increase in pay more than 
they would the gift of group insurance, 
but there are more employers who 
could afford to give group insurance 


October 5, 1922 


LARGE DEATH CLAIMS 


| RECORD OF PHOENIX MUTUAL 


than there are who can afford to in- | 


crease pay at this time. Group insur- 
ance costs approximately 1 percent of 
the payroll. Give workers in any em- 
ployment a raise of 1 percent, and they 
would be infuriated. Give them the 
equivalent of 1 percent in group life 
insurance and the emplover has done 
something that is appreciated 

No increase in pay that amounts to 


less than 3 percent can be sately given. 
lt tact, In some kn ds ol work MCcreases 
in pay will range as high as 25 pereent 
before thes will ac complsh the pur 


pose for which the y ate given. 
The employer who looks to the future 
will be 


ing and holding employees because he 
knows that the future holds some labor 
shortages just as acute as those of war 
time and the inflation period that fol- 
lowed the peace of Versailles. 


Labor Shortage Coming 


And there are people who say that 


these labor shortages are coming very 


Vauclain, president 
of the Baldwin Locomotive Works, 
says in an article in “Collier’s” for Sept. 
% that labor is going to become scarcer 
and scarcer. This is one of the many 
conclusions he came to after a two 
months swing around the country get- 
ting first-hand information and views 
on business and conditions. There is 
other meat in this article for the man 
who wants to close 1922 with a group 
case or two to his credit. It is good to 
read just before the agent goes out to 
interview his prospect. In fact, prepar- 


soon. Samuel M. 


ing for a group case means reviewing | 
“cramming” on | 


the fundamentals and 


just the sort of facts and comments | 


that Vauclain passes out. It is well 
to “cram” just the way a college stud- 
ent “crams” for a “quiz” or test. If 


the salesman gets beyond the _ point 
of introducing the subject of group 
insurance he will find that the sale 
will be a “quiz” of his knowledge 
subject of group insurance and a test 
of his ability as a salesman. 

Effect of Immigration 


No one has to pile through pages of 


the congressional records and read all | 


the speeches that have been delivered 
on the subject of immigration to get 
facts that will make the employer real- 
ize that our former source of labor has 
been greatly restricted by the restric- 
tion on immigration. On first blush it 
might seem that this restriction on 
immigration would affect only the em- 
ployer of unskilled labor, but it is going 
to affect the employers of skilled work- 
ers, particularly clerical workers. If 
the price paid for common labor is going 


to remain at its present figure or even | 


go up, fewer men are going to go into 
offices and mercantile establishments 


than have in the past. The lure of the | 


dollar has always been greater than the 
lure of the white collar. More in- 
creases mm pay for common labor are 
voing to mean a repetition of what 
happened in 
had been brought up in offices and 
stores threw up their jobs and went 
out to do heavy work, 
Group Premiums Deductible 


For a time group insurance salesmen 
used to argue that group 
would not cost a corporation anything 
to speak of because the money it re- 
quired would have to be paid to the 
government as excess profit tax if it 
were not paid to the insurance company 
for group insurance. Whether or not 
this argument ever sold a great deal 
of group insurance is a question, be- 
cause the average employer figured 
that the excess profits tax would not 
always remain on the statute book, 
that he would not always have excess 
profits, and that dodging the cost of 
the war was merely putting off the evil 
dav. This argument, of course, ceased 
to be an argument when the excess 
profits tax was abolished. However. it 


is always well to point out that the 


impressed with the value of | 
group imsurance as a means of attract- | 


of the | 


1918-19-20, when men who | 


insurance | 


Company Says that the First Few 
Months of the Year Show Un- 
favorable Experience 


Phe Phoenix Mutual Life states tha 
months of this year 
it recorded a marked increase in a nun 
ber of death claims of $15,000 and over 
\lthough the mortality of the company 
as a whole is not excessive there ha 
| been noticed an unusual number of big 
cases. There was $150,000 notilionial 
death on a policy in force only a very 
short time. It had a $65,000 case and 
another $50,000. There is a long list 
of $25,000 cases and a number between 

that and $15,000, 

The Phoenix Mutual in commenting 
|on this situation says that it indicates 
a popular tendency for big business met. 
to accumulate large life insurance hold- 
ings. Many agents are concentrating 
their fire on these bigger men so in 
consequence there are larger policies. 
The Phoenix Mutual says that pos- 
sibly the government war risk insur- 
ance bureau which urged each membet 
of the army and navy to take $10,000 
life insurance has done something to 
popularize it. 


mothe first seven 


<= 











premiums paid for group insurance are 
deductible from the gross income of 
the corporation when paid for group 
insurance upon the lives of the em- 
ployes of the corporation. 


} Has Stood the Test 


It is also well to point out that group 
| insurance has been tried out in slack 
times and in flush times, in hard times 
and in good times, and that it has stood 
; the test. Very few concerns have 
taken group insurance and later 
| dropped it unless those concerns went 
| into the hands of receivers or were ab- 
sorbed by competitors or larger con 
cerns. It is surprising, however, to 
| see that the class of institutions that 
| have taken group insurance are the in- 
stitutions that have survived the read- 
justment period in excellent fashion, 
as group insurance has seemed to ap- 
peal to the business man who is keen 
on all points, 
Old Arguments Still Good 


Nearly all of the veterans in group 
insurance are of the opinion that prac- 
tically all of the old arguments that 
appealed to the employer's good judg- 
ment -— be just as effective this year 
as ever, but that the salesman who can 
appeal to the altruistic side of the em- 
| ployer will get farther than he who 
can merely argue that group insurance 
pays. They are of the opinion that 
| there has been a notable change in the 
attitude of employers toward employes 
}in the last 25 years, just as there has 
| been a vast change in the attitude of 
public service corporations toward the 
| public. They hold that the agent who 

can make the employer realize that his 
position is a privilege to buy for men 
who cannot get insurance because they 
are physically impaired and so get more 
| insurance for those who are not able 
lto pay for it out of the wages they 
earn, will sell group insurance. So 
also will he who can portray the em 
| ployer as the father of a family ot 
employes, and he, too, who can induce 
ore man to do something for a large 
group of fellow men in a_ businesslik 
and practical way. 


Move to Larger Quarters 


Lewis & Garvin, Columbus, 0., 
agents of Connecticut-General Life, are 
moving to larger offices in the Brunson 
building For years the office has been 
on the sixth floor of the Brunson building 
but due to increased business and many) 
additions to the agency staff the large! 
| quarters were necessary The new office 


| will occupy half of the tenth floor 


general 
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MEDICAL MAN’S VIEWS, 





MORE INFLUENCED BY OTHERS 





Shows How What One Company Is 
Doing Effects Various Other 
Competing Companies 





A medical director of some promi- | 
nence in discussing the present-day ten- | 


dencies in life insurance examinations 
made the point recently that life insur- 


ance medical directors are much more | 


influenced by the methods being pur- 
sued by other companies than they ever 
were before. 
pendence of action and thought that 
formerly characterized the handling of 
the life insurance medical department is 
less in evidence than formerly. He at- 
tributes the change to the experimenting 


| 


He asserts that the inde- | 


| 


in substandard cases that is being done | 
by so many life companies just at this | 


time. 

In giving his views he said: “Life in- 
surance medical men are being upset 
and disturbed every day by what com- 
peting companies are doing. Here is 
what happens. A case is presented to 
me for examination, I find a defect 
sufficiently serious to warrant me in 
turning the applicant down. Accord- 
ingly, I decline to issue a policy. 

Influenced by Action 


“A little later I learn that another 
company has granted the applicant in- 
surance without rating him up. This 
sets me to wondering. I try to see why 
the company issued a standard policy. 
Knowing that the applicant should not 
have a standard policy I come to the 
conclusion that the company is doing 

little experimenting along substan- 
dard lines, and then try to follow the 
other medical director’s line of thought. 
I attempt to see why he would take the 
case, and what he expects to develop. 
[ am influenced by the case, because 
when a similar one is presented, I am 
perhaps more inclined to take it on 
some basis than I was before. I am 
following the experimenters. Do you 
see what I mean? 

Requirements More Liberal 


“Medical requirements are more lib- 
eral than formerly. Companies are 





studying impaired risks with the idea | 


of writing as many as possible. Every- 
body is getting into the band wagon. 
[he medical director who followed the 
old rule-of-thumb methods is going out 
of favor. Today life insurance com- 
panies are insisting that their medical 
directors experiment and find out what 
they can do with certain types of im- 
pairment. All of this means that life 


insurance medical men can no longer | 


pursue a strictly independent course 
They must take cognizance of what 
other companies are doing. They must 
keep up with the procession. The effort 
o do this is upsetting individual stan- 
lards, and is bringing a liberality of at- 
itude that would have been unthinkable, 
even 10 or 15 years ago.” 





People’s Life Annex 


Che Peoples Life of Chica: 7O 1s to 
have a $1,000,000 17-story annex to its 
present office building at the corner 
Randolph and Wells streets in Chicago 
The Wells building, which 
Peoples Life building, has been pur 
hased by the Cooperative Society of 
\merica, which is the holding company 
of the Peoples Life, and a 99-year lease- 
hold has been purchased on the adjoin 
ng building. This will give the com- 
pany a 170-foot frontage on Wells street 
nd a 70-foot frontage on Randolph. 
‘he company, of which E. A. Nelson is 
resident, has been showing a tre- 
mendous increase in business during this 
vear. 


adjoins the 


The wife of James M. Dickey, manager 


of the Philadelphia agency of the Mutual 


Life, died at Erie, Pa., Oct. 2. 
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A CARDINAL QUESTION 


“Have they the facilities to turn 
out first-class goods promptly?” 

This is a very important question 
to ask when you consider linking up 


with a company. 


“Has The Lincoln National! 
Life Insurance Company the facilities 
to turn out first-class goods promptly?” 

Lincoln Life policies are right up 


to the minute. 
lows them service 
changing 


Their flexibility al- 


to fulfill all the 


needs of policyholders. 


They are issued to women on the 
same basis as men and to persons 
having slight physical impairments 
or engaged in hazardous occupations. 

The Lincoln Life issues business 


with telling dispatch. 


It gets the 


policies back to you ready for deliv- 
ery in record breaking time. 

You are sure that your company 
will issue high class goods promptly 


when you 


@inku INK UP( Simm tHe ¢ LINCOLN) 


The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character”’ 


Lincoln Life Building 
Now More Than $220,000,000 in Force 


Fort Wayne, Ind 
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UNIQUE MANUAL DIGEST 


Premium Rates—Special Policies 


INTERNATIONAL LIFE INSURANCE COMPANY, 


Special Series 


MO.- Continued. 





NON-PARTICIPATING RATES PER $1,000 (With Disability Clause*). 





in ten years; 














SPECIAL | | 
> COMBINATION 
’ FLAT RATES =“ With Double In- 
(With Disability providing Waiver of | demnity and Dis *TERM 
Premiums; of Payment of Face of Policy | ability providing RATES 
. Payment of 1/20th of | Payment of 1/10th 
Face annually, 20 certain, lof Face of policy 
ci years. 
~~ oe Pref. | Life 
| Ord. | End, 
15 20 10 Age || Ord. 20 o | 5 20 | Life at 
Year Life | Pay. Your bee Ivear Year | 85s 000) 65 
E Life | End. | | 
— 
$ $ 3 | $ ’ 
| 
' 
} . 
55 9.7010.11 68.0811 83 
€ 9.7810.21 69 5412.13 
6% 9.8510 34 71.1112 44 
74| 9.9410 46 72.7812.78 
8110.0310 60 74 4913.13 
9010.13 10.75 76.2613 50 
99 10.23 10.91, 78 1813 90 
56 08 10.341 » 80 2014.31 
2. 14 18 10.4611.29| 82.2714 77 
y 2910.59.11 51) 84.4915 23 
38) 33.76, 50.3110 4010.7411.75 86.8115.79 
05) 34.42) 50.51 10.53.10. 9012 03 89 2916 28 
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memberment, policy payable in a lump sum, 
4 interest payable annually on net interest earnings on Company's assets, 
Triple Option Policies.—Contain guaranteed cash 
and used to reduce premiums, pay-up at an earlier date, or 
Excess interest dividends after paid-up 

Life Endowment at Age 65.—In event of death prior to age 65, each $1.000 i 
20 years, or commuted value of $7: 
a en of $50 per year for life or insured; Cash settlement of $500; Paid 


Exce 


3%%, compounded annually, 
mature policy as an endowment. 


provides annual income of $50 for 


the 


second 


*Providing for Installment payments. 
bility Income and Double Indemnity. 
NOTE.—Semi-annual rate, 5°% of annual; 
tTerm policies convertible within 4 years. 
Semi-annual rate, multiply by 
Special Combination Policies.—In event of partial disability because of accidental dis- 
in addition to the other disability feature, 


quarterly rate, 


.52; quarterly, by .265. 


coupons, 


disability 
policy automatically becomes a Limit Pay 


497 


UNIQUE MANUAL DIGEST 
Published by 


Lite or a Whole Life, 
Excess interest earned apportioned beginning at 
year and paid quinquennially with accumulation at 34%. 











. See rates on other pace for rates with Disa- 
Not written on Term or Preferred Policies. 
26% of annual. 


which draw interest at 


Option 


“Multiform Policles.—In event of partial disability because of accidental dismemberment 
policy payable in a lump sum, in addition to the othrr 
5 years, 
premiam plan selected. 


feature. After 


In Addition to Complete Showing on Standard Forms, Rates 
on the Leading Special Policies are Given for All Companies 
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LOB 


OF CHICAGO, ILL. 
Results for 1921 


Gain in interest income over last five years 
Gain in income over last five years 
Gain in admitted assets over last five years 
Gain in insurance in force over last five years 
Average Gain over last five years 
The above figures are the results of the highest grade of service to 


policyholders and representatives. The 





MUTUAL LIFE | 
INSURANCE COMPANY | 


503°, 
661% 


latest is 


CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 


SERVICE 


1300% 
590° 


250% 





T. E. BARRY, President, General Manager and Founder 








‘Meet ‘Tonsthe Hogan, 
Home Of fice Cashier of 


National Guardian Life | 


P OLICYHOLDERS of the National 
Guardian Life who have, for several 
premium receipts bear- 
|}ing the signature of “Timothy Hogan, 
| Cashier” quite naturally hold the men- 
| tal picture of a two-fisted man of Irish 
ancestry. When one calls at the home 
office and asks for the cashier, he is 
somewhat taken aback when a smiling- 
eyed, rather petite but extremely busi- 
1ess—like young woman responds quietly 
with: “I am Timothy Hogan, how can 
I be of service to you?” 

Miss Hogan was not given a mascu- 
line name by her parents, albeit, being 
the first born her father was doubtless 
disappointed when the nurse did not 
announce—“and it’s a boy!” 

She entered the home office of the 
National Guardian Life as a copyist 
shortly after her graduation from the 
Madison high school some eight or nine 
years ago. It was at the time that Tim- 
general of 


years received 


othy Hogan was attorney 
Ohio, and within a week of Miss 
Hogan’s advent in life insurance work 


the Buckeye statesman made a speech 
before a Democratic gathering in the 
neighboring city of Janesville. 
An officer of the company, 
through the workroom noticed the 


going 
earn- 





MISS “TIMOTHY” HOGAN 


est young girl, and stopped to inquire 


her name “Irene Hogan,” was her 
answer. 

“I don't like Irene,” replied the execu- 
tive: “we'll call vou Timothy after the 
attorney general of Ohio.” 

The office name was immediately 


month or two 


idopted and within a 
lim with- 


Miss Hogan was being called 
in the family circle. She advanced 
rapidly from one position to another, 
and when the board of directors elected 


her cashier in January, 1920, it was as 
Timothy Hogan 
Miss Hogan has made several busi- 


ness trips in the interest of the com- 
pany, and once at Columbus, O., she 
narrowly missed meeting her namesake 

Her office collects all renewal premi- 
ums direct from policyholders, attends 
to all investment income, handles the 
bank accounts and keeps all the general 
books of the company, so her duties 
embrace those of assistant treasurer and 
iccountant, as well as of cashier. Her 
business acumen is evidenced by the 
fact that the company’s financial state- 
ment for the year has, since her incum- 





|} Charles G 


bency, been completed by 5 oclock on 
the afternoon of Dec. 31. 


The Volunteer State Life of Chatta- 
nooga, admitted to Virginia last week with 
Taylor, Jr., designated as statu- 
tory agent, is entering the state prin- 
cipally for reinsurance purposes, It Is 
stated 
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| Fundamentals More Useful 


Than Array of Statistics 
Is View of W. J. Olive 


J. OLIVE of Holland, Mich., 

W general agent of the Franklin 
* Life, believes that the use ot 
Statistics, figures and illustrations is 
very apt to confuse the mind of the 
prospect and to get him out of a friendly 
attitude toward insurance. Mr. Olive 
says that in his work he is sometimes 
confronted with a statement from a 
prospect to the effect that another agent 
has made up a lot of figures for him 
which seem to make a better showing 
than Mr. Olive’s company. Mr. Olive 
then goes at his man something like 
this: “I have lived in this community 
a long time. You know me and by this 
time know whether you can trust me 
{ can present you a set of figures and 
give you a lot of tables that will prove 


anything. You will be none the wiser 
What you want is good, solid, substan- 
tial protection. You want a policy that 


will do the work, that will turn the 
trick. Whatever happens, you want in- 
surance that will enable you to carry 
out your wishes. 

“In going into these confusing fig- 
goes you lose sight of the fundamentals. 
Get back to the first principles. Take 
good old-fashioned life insurance. It 
is sold by dozens of companies. In 
the last analysis, it costs just about the 
same. I am here to serve you. I have 
hundreds of policyholders in this com 
munity. I have endeavored to serve 
them to the best of my ability. Throw 
away your figures and take insurance 
from an insurance man whom you trust 
implicitly. He knows far more about 
it than you do. I go to a lawyer or a 
doctor because I have faith in him. 
Some other man may talk more elo- 
quently, be more learned, and all that. 
However, when I go to a specialist | 
want to have the greatest faith in his 
ability to serve me.” 


AUGUST PRODUCTION 
HAS BEEN ANALYZED 


(CONTINUED FROM PAGE 1) 


condition. Kansas, which did poorly in 
July, achieved an increase of 26 per- 
cent for August. Minnesota, for thx 


first time in 1922, did a better month’s 
business than in 1921. 
Situation in Oklahoma 
Oklahoma, 


ing the spring, 
able a showing in 


which was very tardy dur- 
did not make as favor- 
August as in July, but 
is gradually approaching last year’s 
cumulative standing. Texas was suc- 
cessful in life insurance sales for the 
month, beating last year’s record by 8 


percent. Montana and Idaho continuc 
to run about 25 percent behind 1921 
business, and Montana made the lowest 
record (compared with August, 1921) 


Wyoming improves rap- 


ot any state. 
10 percent behind 


idly and is now only 
the cumulative for 1921. California con- 
sistently maintains her high recore 

Business for the year is one-third ahead 

f last year and August almost kept up 
with this tremendous rate of growth 
Oregon lags considerably behind both 
California and Washington. 

For the United States as a whole life 
insurance saies were 12 vercent above 
the business of the same month of 1921 
The year to date has attained a gain 
of about 3% percent over 1921 to the 
corresponding date. It must be borne 
n mind, however, that the summer 
months of 1921 were not generally con- 
sidered “satisfactory” in sales, and a 
percentage of 100 for a month during 
this summer should be interpreted in 
the light of events last year 


Mr. and Mrs. Maurice B. Cohill of Pitts- 
burgh, Pa.. are receiving the congratul 


tions of friends upon the arrival of a 
daughter in their home Sept. 28. Mr 
Cohill is manager of the group depart 


ment of the Edward A. Woods agency 
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‘ Are You Overlooking a Bet? 


a Ss 


I 
i MR. LIFE MAN: 
y 


The other day, a local agent, represent- “open” his prospect; to create new pros 
y, ing one of the big Life Companies, pects; to furnish them with a complete 
brought us in an application for an acci- line of personal coverage; and to meet the 
t dent and health policy, as he frequently competitive conditions now becoming unt- ’ 
does. versal as life companies add accident fea 
( tures to their lines. 
‘ “I could get nowhere with this man on 


a life proposition,” he said, “until I had 
pleased and satisfied him with this acci- 
dent policy. When he wrote me that 
check, his whole attitude seemed to 
change; he seemingly had got the ‘feel’ of 


These policies of ours, covering Acci- 





dental Death, or Total and Permanent 








Disability, or the conventional “accident 
and health” features, are free from those 


things agents usually think of collectively 
doing business with me, and I had no trou- 


ble at all in writing his application for life 
insurance.” 


= 


«a4 O49 1 Os 


as “limitations and restrictions.” The line 





is sufficiently varied to provide economical 
insurance as well as the higher priced 


= 


types; and the forms are unexcelled if 
In two years we have developed a spe- equalled. 


cial service in accident and disability lines 


a 


oo 


for Life men whose companies do not issue 
such benefits. It’s a thing apart from our 
regular agency activities, because it is not 


en OreOres 


Get back to that local life man who said 
to us, “He seemed to get the ‘feel’ of doing 


— 


business with me.” That’s the crux of the 


and never will be a process for changing 
situation. 


Life agents into Accident agents. It is to 
foster the client idea; men talk about “my 


40a 


lawyer,” “my doctor,” “my dentist,” “my Are you, as life agent, manager or gen i] 
tailor’; get them to say also “my insur eral agent, overlooking a bet?. We invite N 
ance man.”’ correspondence and negotiations looking 


Lf Le 
—_ 


+ 


to the establishment of our special service 
This service assists the life agent to in life agency organizations. Write us. 


—F 
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Employers Indemnity Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 
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” Total ot Permanent Disability 
It was a wise suggestion that Dr. The total and permanent disability 
Henry WrrEMAN Cook, vice-president clause brings life insurance into the cat- 
and medical director of the NortTHwest- egory of health and accident underwrit- 
ERN LIFE, made at the meeting of the ing and involves it in adjustment of 


AMERICAN Lire CoNnvENTION for that or- 
ganization to appoint a special commit- 
tee to make a study of the total and 
permanent disability clause and the re- 
results that since it 
began to be used. 

undoubtedly 


have been noted 

This clause has passed 
through a rapid evolutionary stage. The 
end evidently is not in sight. Compa- 
nies are vying with each other in their 
efforts to be more liberal. In the inter- 
pretation of the clause, in the acknowl- 
edgment of liability and the payment of 
claims, there evidently is rivalry in the 
hope of currying extra favor both with 
the agents and public. Life insurance in 
of this 


straight 


clause has 


narrow 


some cases because 


departed from the and 
path. 

The question among life underwriters 
is whether this liberalization is a natural 
of the use of the clause or not. 


losses with which its managers have not 
been familiar in the There is sel- 
dom any dispute over a pure life insur- 
If a man has lived up to his 
contract good standing, the 
proof of death is apparent. This is not 
the with claims coming under the 


past. 


ance claim. 


and is in 


case 
permanent and total disability clause. 
There is more or less confusion today 
in the life insurance world as to the 


proper mode of procedure for this class. 
Dr. Coox’s suggestion therefore is very 
pertinent and relevant. 

There should be an assembling of 
information as to the use of this clause. 


Some of the subjects that might well be 
considered are: the history of the dis- 
ability clause; an analysis of the disabil- 
ity provisions now in common use; 
possible suggestions in regard to a 
proper provision in the way of an ade- 
quate reserve for later increasing losses; 


an investigation into the interpretation 
of the disability clauses in practice as 


sequence the claims are presented; tabulation of 
If it is an entirely proper evolution, it the causes of disability; what methods 
will persist and no doubt steadily ad- should be pursued in determining the 
vance. If it is an ill-advised competitive justice of claims for disability; and 

; : what follow-up methods should be 
device, then proper warning should be adopted to determine the persistence of 
given. disability. 

. 
Diamonds, Rough and Cut 

W ule we all, with here and there an islation. They point out that bar ex- 
exception, applaud the inauguration of aminations have not kept the shysters 
lite insurance and salesmanship courses out of the legal profession nor have thx 
in good universities and technical guards put around the degree of M. D. 
schools, it is also hoped by many that eliminated the quacks from the practic: 


life insurance will never have to bar the 
class of men from which has come many 
the the 


that has produced some of the 


of brightest stars, same class 
greatest 
manufacturers, and 
the 
ducers and big general agents 
beginnings in 


been 


statesmen, writers, 


merchants. Go over list of big pro 


and you 
find many men of humble 


These 


insurance 


men would never have 


had 


life. 
life 
courses been required. 


men university 


ill 
1 


agents men who seem 


There will always be companies w 


ng to take on as 


to possess the qualities that can be de 


veloped. They will always be willing to 


buy diamonds in the rough as well as 
cut stones. The only way which the 
business of life insurance can be closed 
to some of the potential stars of the 
future is by the enactment of qualifica 
tions laws. Companies generally will 
never of their own volition shut the 
doors to men willing to learn in the 
school of experience. A good many 
company executives are therefore wary 


of all moves to enact qualifications leg- 


associa- 
the 
undesirables from their professions than 
all the 
unfit. 


medical 
to 


of medicine. Bar and 


tions have done more eradicate 


have laws intended to keep out 
the 
ind law- 


Through ignorance doctors 


yers can inflict great suffering on their 


clients. In comparison, ignorant insur- 
ance agents do very little injury to the 
public. State supervision of companies 
and policies keeps insurance men from 
prescribing bad companies and unfair 
contracts. Some times agents recom- 


mend the wrong forms of policies but 


selecting contracts the insurance 
alweys different 
The insurance 
have make the choice with the 
sent of the prospect. The doctor 
always prescribe without consulting 
patient. 

\nd then, most important of all quali- 
ications for selling life insurance 
common honesty. Second 
Third is knowledge of life as it 
is lived by the people who should buy 
life insurance. Fourth is knowledge of 
life insurance. 


man 


will be from the doc- 


tor. man will always 


to con- 
can 
the 


is 
is 


sense, 








common | 


UNDERWRITER 


October 5, 1922 








| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Governor McCray of Indiana is be 
ing warmly congratulated by _ insur- 
ance interests as well as the general 
public on his reappointment of Ss. 
McMurray, Jr., as insurance commis 
sioner for another term. Mr. McMur 
ray was appointed for the short term 
from the middle of the year 1921. Be- 
fore Governor McCray took office after 


his election, he sent out a questionnaire 


to prominent citizens to select a list o: 
names that they felt eligible for the 
office of insurance commissioner, and 
without exception the first name on 
every list submitted was that of Mr. 
McMurray. In Mr. McMurray. he has 


an appointee quict of manner but strong 
action when occasion demands. 
His work to stabilize the investments 
the life insurance companies under 
his jurisdiction has had a good 
and he has impressed the home com- 
panies with the importance of having 
their reserves kept up. His close super- 
vision of the investments has resulted 
in some of the companies materially 
raising the standard of their securities. 
Another outstanding feature of Mr. 
MecMurray’s administration has been the 
climination of outside examiners in 
making examinations of companies un- 
der his jurisdiction and saving for such 
companies the expense that has been so 
severely criticised in some quarters. 
The esteem in which Mr. McMurray 
is held by other state insurance depart- 
ments is attested by the fact that it was 
cecided that they would hold their next 
spring in Indianapolis, where 
he will act as host. 


Charles Vultee, 
able Life of New 
died the other day of heart trouble 
was years of age. He had been 
the employ of the Equitab le since 
when he joined the San Francisco offic: 
clerk. He served 


of 


ol 


session 


the Equit- 
Milwaukee, 
H« 


mn 


cashier of 


York 


at 


a0 


has cashier at 


effect | 


18S | 


nd E. T. 


trustees. 


president; Stotesbury, 


the 


third 
one ol present 
M. B. Trezevant, formerly manage 

the insurance department of the 
Chamber of Commerce the United 
States, who on leaving that position 
was assigned to the membership de- 
partment, has now left the chamber en 
tirely 


ot 


\n application rally day 
ception tor E, A. Woods, 
the E. A. Woods agency of 

able Lite of New York, at Pittsburgh, 
who recently returned from a tour of 
Europe with his wife and son, was 
held in the agency offices this week 
One of the features of the meeting was 
the outline of the policyholders servic« 
plans which will occupy the attention 
the this month, 


and a re 
Manager ot 
the Equit 


ol agency 


Insurance men in Illinois are pleased 


| over the appointment of E. J. Murphy 


as director of trade and commerce for 
the state, succeeding George A. Barr 
Che insurance superintendent of Illinois 


is directly responsible to the head of 
the department of trade and commerce. 
Thomas J. Houston, insurance commis- 
sioner, will, of course, continue as be- 
fore and there will be no change in the 
operating methods of his office. Mr 
Murphy is a son of William A. Mur 
phy, former warden of the state peni- 
tentiary at Joliet 

Alfred MacArthur, home office gen- 
eral agent of the National Life, U. S. A., 


has again qualified as president of the 
company’s $100,000 Club. This is the 
third successive year that Mr. Mac- 
Arthur has achieved this honor. He 
has led the company’s agency force in 
volume of business written for over 
ix years. Mr. MacArthur is a strong 
personal producer, In recent years he 
has specialized in the writing of large 
cases and has consistently called up a 
| heavy volume. 

Robert D. Lay. vice-president of the 
company, makes this comment in 
announcing Mr. MacArthur's election 


as as 
Buffalo, Charleston, Kansas City. 
Columbus, O., Omaha, and Milwaukee. 
George Brown of Detroit, Mich. well | 
known in both life and casualty insur- 
ance fields in that city, was nominated 
tor the legislature at the recent Michi 
gan primaries and 7 assured election 
in November. Mr. Brown served in the 
Michigan legislature in 1919, but was 
not a member at the last session He is 


former newspaper man, who is known 
forceful writer on insurance sub 
jects as well successful producer, 
and his contributions to THe NATIONAL 
UNDERWRITER are always read with inter- 
est by insurance men 


as a 


as 


of repairs to the city 
hall of Faribault, Minn., has brought to 
light the of the piece of public 
rendered by Frank E. Little, at 
general agent for the Mutual 
In 1894 Mr. Little 


Benefit’s in 


\uthorization 


story 
service 
one time 
Benetit in that city. 
opened the Mutual 
Faribault and within a_ short time 
offered to build for the city a city hall, 
provided the citizens purchased $700,000 
in life insurance from him. His plans 
were enthusiastically received and work 
started at once on the city hall 
which was to cost not less than $30,000 
Nearly $25 
it became apparent 
had waned and _ the 
carrying out their share of the program. 
rhis project resulted in Mr. Little's 
failure and he moved to Minneapolis. 
rh. city completed the work at an 
expenditure of not more than $5,000 
oth the city hall and public library, 
however, stand as a monument to the 
service rendered by Mr. Little in that 


“340 
( . 


othce 


was 


the enthusiasm 
were 


that 
citizens 


Ire 


Penn Mutual Life has recent!y 


The 


.000 had been expended when | 


not | 


added to its collection of oil paintings in | 


the board room of the home office por 
traits of the following: Daniel L. Mil- 
ler, first president of the company: John 
W. Horner, founder; Henry C. Town- 
send, first counsellor: James Traauair, 
second president; Samuel C. Huey, 


presidency of the $100,000 Club 
MacArthur « the company 
adventurous and at 21 the real 
any a story that would bkave 
Henry collection He had 
made and lost a fortune in 
been in western cow camps 
drawing Turning his 
to life insurance, he 
within two years to be the leading 
writer of the organizatior Tre 
amount of work he is prodigious, the 
volume of his insurance business huge, 
yet he finds time to be the friend and 
timate of writers, artists, novelists, 
celebrities, dramatists, is a noted colle 
vr Japanese prints, collector ond 
s.iory-teller. These prove how 
vantageous it has been to to pre 
manifold interests busines 


to the 

Alfred 
as a youth 
» hero of nm 
oO. 


ame to 


ced an 

at that age 
Mexico, hi 
astern 
vitality 


id 
ind ¢« rooms 
enormous 
rose 

policy 


does 


book 
items 
him 
outside his 

E. J. Hutchinson of Champaign, III. 
manager of the East Central Illinois 
agency of the Illinois Life, was operated 
on last week for an abscess in his side 
Since early in August Mr. Hutchinson 
has been laid up with typhoid fever, and 


last week with the development of an 
abscess his condition became critical. 
He is reported to be recovering slowly 


Mr. Hutchinson is affectionately known 
to the Illinois Life agency organization 
as “Old Hutch.” He is very popular 


with his associates. 


R. W. Stevens, vice-president of the 
Illinois Life, accompanied by Mrs. Ste 
vens, has just returned from a motor 
trip in the east. Mr. Stevens’ daughter. 
Eleanor, is entering Smith College this 
year and Mr. and Mrs. Stevens drove 
east, and returned to Chicago by easy 
stages. 
| Wilham | ’ Wilson, son of Vice Presi- 
dent W. Rolla Wilson of the North 
western National Life of Minneapolis. 


‘ 


“chip off the old block.’ 
been only a couple 


is evidently a 
He 22 and has 


is ol 











October 5, 1922 


LIFE INSURANCE EDITION 








years in the business, leaving the Uni- 
versity of Minnesota to engage in it. He 
has written $195,000 already this year in 
the Minneapolis home office agency and 
stands fourteenth on the honor roll for 

year of the company’s agency 
lorces 


Ernest F. Spicer, general agent of 
the John Hancock Mutual Life since 
1904, died in his home at Springfield, 
Mass., the other day The funeral was 
held Tue sday of last week 

Manager Jesse E. Smith of the ordi- 
nary office of the Prudential in Chicago 
states that he has had the best nin 
months of any period in his life insur- 
ance history. Mr. Smith says that 1922 
will be his banner year in 22 years. 
Business has come his way in great 
shape and he has not used any artificial 
means in stimulating a business. He 
states that his experience is very grati- 
iying and encouraging as it shows that 
the business can be secured if people 
will go after it. 


OUTLINES SUBSTANDARD PLAN 


Guardian Life of New York Gives 
Underwriting Program Under New 
Class to Be Written 





After many months of study and in- 
vestigation of substandard insurance, 
the Guardian Life of New York an- 
nounces that a series of new _ sub- 
standard contracts has been prepared 
and that, beginning Oct. 1, it is ready 
to accept substandard risks that are sub- 
mitted in the regular course of business 
by its own representatives. In its 
announcement to its field force the com- 
pany explicitly explains that such sub- 
tandard business is desired as origi- 
nates solely through its own managers 
and agents, and in the ordinary course 
of business. Brokerage business and 
business previously rejected by other 
companies is not desired. 

The Guardian's plan for the rating of 
substandard risks calls for policies to 
be issued in four rating classifications. 
The maximum amount issued on poli- 
cies with the minimum or medium rat- 
ing will be $30,000, of which $15,000 will 
be reinsured, Limits for the two high- 
cst rating classes, intermediate and spe- 
cial, will be $20,000, of which one-half 
will be reinsured. 

The new substandard policy contracts 
will be similar to the company’s stand- 
ard form, except that the automatic 
non-forfeiture value will call for paid 
up life or endowment insurance for a 
reduced amount in place of the usual 
extended term insurance, which will be 
eliminated. The policy will contain a 
statement showing the rating class to 
which it belongs. The dividends, non- 
forfeiture values and all other features, 
with the exceptions noted above, will be 
exactly the same as in the company’s 
standard policy forms. Disability and 
double indemnity benefits will be issued. 

The company announces that in cases 
rated for physical impairments where 
risks subsequently become acceptable 














for standard insurance, or in cases In | 
which a change in occupation obviates 
the necessity for a rating, the rated | 
policy will be rewritten upon a standard 


yasis, 





— 
Equitable’s Evansville Meeting 


\ district convention of agents of the | 
Equitable Life of New York will be held 
at Evansville, Ind., Nov. 3-4, in charge | 

H. D. Peter, district manager. | 
Among the speakers secured for the 
meeting are Frank H. Davis and Dr. 
lohn A. Stevenson, both second vice- | 
presidents of the company; Edward A. 
Woods of Pittsburgh, former president 
of the National Life Underwriters’ As- | 
sociation, and H. J. Powell, who is in 
charge of the Louisville district of the | 
Equitable Life. The district comprises | 
Southern Indiana, Southern Ohio and 


Kentucky 














“There is always work and tools 
to work withal,for those who will.” 


Twentieth Century efficiency de- 
mands 100% equipment perfection. 


The great work-shops of the Nation provide the 
Artisan with modern, efficient tools with which to 
ply his trade. 


The finest scientific processes supplement the Sur- 
geon’s skill with perfect instruments. 


The far-reaching credit relations and monetary 
systems, the result of years of mutual confidence 
and trust, are the tools-in-trade with which the 
Banker’s, the Lawyer’s, the Merchant’s, the Busi- 
ness Man’s interests grow and expand. 


In any Field of Endeavor, the Workman, in order 
to produce at MAXIMUM efficiency must have the 
best EQUIPMENT that human brains can devise. 


The Officers of the Pan-American have given years of careful 
study to perfecting its Agency equipment. Unexcelled Life 
contracts, a complete line of Accident and Health policies, Sub- 
standard Insurance on a broad basis, and Educational policies, 
that are unique and original, are the “tools” with which Pan- 
American Agents are building permanent success. And be- 
hind these “mechanical aids’’ to his success is the active, human, 
co-operation and counsel of Life Insurance experts, men who 
have spent lifetimes in the business. 


Our complete course of instruction in Life Insurance Salesman- 
ship is free. For particulars address 





EDWARD G. SIMMONS, Vice-President and General Manager 


Pan-American 
Life Insurance Company 


New Orleans, U.S. A. 
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homely text comes the thought of 

Old Mother Hubbard. What did 
she do? She visited her storehouse because 
of an unselfish and wholly worthy desire to 
feed her dog. And you know what hap- 
pened. There was nothing on hand. His- 
tory stops the story right there. As & 
what became of Old Mother Hubbard and 
her dog, their disappointments and subse- 
quent difficulties not a word remains. The 
dog and his mistress were evidently up 
against it, but to what further extent is 
not related. What is the relationship be- 
tween the Old Mother Hubbard tale and 
life insurance? The anology is very obvious, 
for while we are not absolutely certain, the 
suspicion exists that there was an Old Father 
Hubbard, who, however loving and unselfish 
a husband he may have been, had one 
fault—he forgot about ‘‘Afterwards,”’ that 
greatest of all words. He did not prepare. 
He neglected to look ahead, and departed 
on the long, long trail leaving a wife, a dog, 
a family and a much depleted cupboard 
as a prop to windward. The Old Mother 
Hubbard tale may have been humorously 
intended for the little folks, but think it 
over—there’s a real lesson in it for the 
prudent. An empty cupboard gets you no- 
where in life. 


i pep week for a lowly and 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
EDWARD D. DUFFIELD. President 


Home Office, Newark. New Jersey 
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1867 EQUITABLE LIFE #922 


Insurance Company 


OF IOWA 


Results of 1921 


Imeurames im force ..... 6. ccc cccccces $286,934,616.49 
Admitted Assets.................... . $ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address: Des Moines 














| LIFE AGENCY CHANGES 








SHENANDOAH LIFE CHANGES | 





Several General Agency Appointments 
in Various Fields Are Announced 
by Roanoke Company 





The Shenandoah Life of Roanoke, 


Va., has appointed W. A. Powell as 
agency supervisor in charge of North 


and South Carolina. Mr. Powell has 
been with a general agency at Rich- 
mond, Va. P. H. Hicks has been 
appointed general agent for the Nash- 
ville district, with Robert C. Cunning- 
ham as superintendent of agents. Worth 
& Johnson have been appointed general 
agents for the Jefferson, N. C., territory. 


go ahea 
| 


Harry Kapiloff has been appointed gen- | 


eral agent in the Virginia territory, suc- 
— « W. A. Powell, of Richmond. 
_ Rich has been taken into partner- 
Ship with G. R. Brown and the two will 


| have the general agency for the Lynch- 


territory. 


burg, Va., 





George H. Payne 

George H. Payne of Denver, 
has been appointed state agent for Colo- 
rado by the Minnesota Mutual Life. 
Mr. Payne was former agency director 
of the San Jacinto Life of Beaumont, 
Tex., and later vice president of the 
Underwriters’ Agency Company ot 
Denver, Colo. 





O. C. Anthony 


O. C. Anthony, state manager for 


Colo., 


|} assumed his new duties Oct. 


which is to be known a Kurz- 
remain at 1104 


agency, 
weil & Landau, will 
Loew building. 

Although still a young man, Mr. Lan 
dau possesses a wealth of life insurance 
experience, having been a_ successful 
producer for the last 11 years and 
stands well in local life insurance 
circles. Of recent years he has gained 
valuable experience in organization 
work which should stand him in good 
stead in his new connection. 

Since opening this new agency thre: 
months ago, Mr. Kurzweil has been 
rapidly building up his organization, 
and with the assistance of Mr. Landau 
the agency development work should 
d with full steam. 





K. F. Hunt and A. D. Barnum 


K. F. Hunt and A, D. Barnum have 
been appointed general agents for 
Omaha and vicinity for the Peoria Life. 





Oscar C. LeBart 


Oscar C. LeBart of the Boston 
agency of the New England Mutual has 
been appointed general agent at San 
Francisco, succeeding Joseph H. Gray, 
who recently resigned. Mr. LeBart 
2. He is 
a native of Little Falls, N. Y., going to 
Boston when 16 years of age. He took 
up banking work and continued in that 


| line until 1916 when he joined the Bos 
ton agency of the New England Mutual. 


Kansas of the State Life of Iowa, has | 
been promoted to assistant field super- | 


visor, but for the present will have Sa- 
lina, Kan., as his headquarters. 





Elias A. Smith, Jr. 


Elias A. Smith, Jr. of 
Utah, son of Judge Elias A. Smith, an 
official of the Home Fire of Utah, 
been appointed local supervisor of the 
West Coast Life, his territory cover- 
ing the whole of the mountain distri. 
Mr. Smith has been connected with the 
Deseret Savings Bank for some time 
rast. 


H. N. Skillen 


| National Life. 


Salt Lake City, | 





A. W. Siemers 

Siemers has been appointed 
field organizer for the southwestern 
Wisconsin territory of the Wisconsin 
Mr. Siemers has been 
director of a vocational school in Madi- 
son, Wis., having developed that organ 
ization from a one-room school to its 
present size. 


. WwW. 





Life Agency Notes 
Frank Lambrecht of Hartford, Wis., has 
been appvointed district manager of the 
New World Life at Fond du Lac, Wis. 
F, T. Woolverton, formerly in school 


| work in southern Minnesota, has been 
| made district representative of the Provi- 


Howard N. Skillen, general agent for 


the Union Mutual in Cleveland for a 
number of years, resigned Oct. 1 and 
has gone to Chicago. His successor 
has not yet been appointed. The terri- 
tory covered by the Cleveland agency 
comprises the entire state of Ohio. 





R. B. Hunter and Z. A. Moss 


Ralph B. Hunter and Z. A. Moss, 
special agents in the Cleveland agency 
of the Equitable Life of New York, 
have been appointed by the home office 
as assistant managers, under Herman 
Moss, general agent. 30th are large 
personal writers “and the appointments 
are viewed as another step in the fur- 
ther enlargement of the agency. 





Leo D. Landau 


George L. Hunt, superintendent of 
agencies of the Guardian Life, an- 
nounces that Leo D. Landau has now 
become associated in partnership with 
M. Chas. Kurzweil in the management 
of the new Guardian agency in New 
York of which the latter assumed 
charge last July. Headquarters of the 





dent Life & Trust in the Albert Lea, 


Church Has Group Plan 


Commissioner Savage of Iowa is in- 
vestigating a plan launched recently 
among Methodists at Fort Dodge 
whereby it is proposed to insure under 
the group plan some 220 ministers. As 
first broached, the plan does not con- 
sider medical examinations nor does it 
take into account the age of the insured. 
The plan proposes to make _ each 
preacher a beneficiary to the extent of 

5,000. The estimated cost is $15 per 
thowsnnt and there is a disability clause 
attached. It is figured that the cost will 
be $100 per year in all, one-half of 
which is to be paid by the minister and 
the other half by the conference. One- 
half the amount of the policy is to be 
paid the widow or family and the other 
half goes into the permanent fund of the 
conference. Interest will be paid to the 
widow on this latter deposit. A com- 
mittee is working out the details. 


Life Notes 


The Ladies of the Maccabees, 

nal, is planning to enter Virginia. 

4 C. Woods, assistant manager of the 

E. A. Woods agency of Pittsburch., has 

returned to his desk after almost a year’s 
absence on account of illness. 


a frater- 





nesota. Write or wire. 





COMPANY WANTED 


Organized agency capable of writing up to two million first 
year wants contract with good company for state of Min- 


Address B-88, Care The National Underwriter | 
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The Spirit of the International 


The moving spirit behind every 
institution, the spirit that guides 
The International Life gives it 
an individuality that stamps its 
agents as sincere life insurance 
men inspired and encouraged 


to greater effort. 


Every one of our agents soon 
recognize the value of that 
spirit. It gives him increased 


courage, it predicates success, 


it binds him to an organization 


of true teamwork. 


That great spirit is inseparable 
from the company and its ac- 
tivities, it is an integral part of 
the company and its agency 
force, inspiring the home office 
organization and field force to 
greater endeavor and a higher 


degree of progress. 


INTERNATIONAL LIFE of ST. LOUIS 


The Company of Today With The Methods of Tomorrow 


MASSEY WILSON 
President 


J. L. BABLER 
Vice-Pres. & Gen. Mégr. of Agencies 
































NEWS OF LOCAL ASSOCIATIONS 


| 








SAN FRANCISCO MEN ELECT general counsel of the Western 
Life, who stated that nothing was to 
Seth B. Thompson of Union Central | 
New President of Northern 
California Association 


SAN FRANCISCO, CAL. Oct. 3.— 
Seth B. Thompson, of the Union Cen- 
tral Life at San Francisco, was selected 
to lead the Northern 


Underwriters’ 


meeting Friday. 
advanced from 
He has long been 


in association 
ley, Jr., 


A. Anderson, 


Stripp of the West Coast 


urer, 


Mr. Thompson was 
vice-presidency. 


Northwestern Mutual be- 
comes first vice-president; 
son was elected to the newly created | bers in good standing. 
oftice of second vice-president; Victor | of an intensive membership drive was 
and Fred S.| also made. 
Life, treas- 


be gained from such action. 


Life, U. S. A., 


its annual 


V. Bay- 


* 


the Massachusetts Mutual and 
Stolp of the National of Vermont. 
President Thompson announced the 
following as members of the executive 
ype -. | committee for the ensuing year: Sol J. 
California Life | Vogel, New York Life; R. M. Beckley, 
Western States Life; Russel 
New England Mutual Life; Otto Zeus, 
Travelers; George Tryner, Pacific Mu- 
active member | tual Life; William Matson, Mutual Life; 
E. H. Lestock Gregory, Aetna Life. 
According to report of the 
Paul Jud-| secretary the association has 314 mem- 
Announcement 


Bb. 


Des Moines, Ia.—The Des Moines asso- 


retiring 


States 


Speakers before the meeting were: S. 
P. Wiley, general agent of the National 
. = Herman A. Binder of 


. -/ 


Field, 


Several months ago the association | ¢jation will launch a busy season Satur- 


took up the question of incorporating 
and at this meeting it was voted to give 
up the idea after receiving such advice 
from T. G. Crothers, vice-president and | be made 








day night with Henry L. Adams, president 
of the Chamber of Commerce, as speaker. 
A report of the Toronto convention will 


also. O. G. Wilson, president, 


























“It ain't the individual, nor the army as a whole, 
But the everlastin’ teamwork of every bloomin’ soul.” 


TEAMWORK is the spirit of the Union Central Life In- 
surance Company. Each individual agent knows that the 
Company is back of him, ready to encourage and urge him 


onward in his work. 


Indications of Company progress during the past year are 
the establishment of a Service Bureau,—the adoption of new 
policy contracts,—increased cash values,—and an increase 
in the interest rate to 5 per cent on policy proceeds and on 


dividends left on deposit. 


Such progress gives two in one satisfaction,—satisfaction 
to policy-holders,—satisfaction to agents. 


You SERVE the Public 
If You SERVE 


The Union Central Life Insurance Company 





will preside, and Roy H. Heartman, na- 
tional committeeman and vice-president of 
the national association, will attend. The 


association is in better condition for a} 


season of activity than ever before. 
* 

Boston, Mass.—The first fall monthly 
meeting of the Boston association last 
week was attended by some 115 members 
and the program called for an expression 
as to what constituted the high lights of 
the Toronto convention of the National 
Association, 

President Franklin W. Ganse, while in- 
terjecting some impressions of his own 


| frequently, called upon ten of the dele- 


gates, who spoke briefly. William L. 
Wardsworth, who won the prize for his 
graphic method, repeated the points he 
brought out at the convention. Lloyd K. 
Allen emphasized what the policy will 
not, not what the policyholders has to do 
C. H. Ellinwood, a new agent, referred to 
the fact that the business was a profes- 
sion second to none, of the highest type 
of salesmanship and filled with inspiration. 
R. H. Holman repeated some of the stories 
which struck him as effective. Arthur 
Reddish believed that agents should more 
and more depend upon the program basis 
of selling, fitting the special needs of 
policyholders. 

Robert W. Moore spoke on filling the 
need, first finding out what the need was. 
Details of a policy should come after the 
sale is assured. Charles Jenney enjoyed 
the human element in salesmanship fea- 
tures. An agent should be finished in 
the technical side, but his technique should 











You SERVE Yourself 





Cincinnati, Ohio 
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|be so perfect as not to show. A trained 
mind and understanding heart were vital 
George H. Doggett said it was demon- 
strated that the agents were behind the 
times, five years as some believed, and 
‘certainly far behind the public demand for 
insurance. He emphasized the program 
selling idea. Paul F. Clark got niuch 
from Winslow Russell's inspiring thought 
there was never a better time for a man 
to enter the life insurance business nor a 
better time for a life man to stay in it. 

K. A, Luther then reported on the suc- 
cessful outcome of the work of the edu- 
cational committee of the association in 
bringing about the institution of a life 
insurance course in Boston University, 
which he urged the members to support 
that it might become a permanent and 
even more valuable adjunct to the pro- 


fession. He suggested scholarships for 
prize contests among the general agencies. 
1” * « 


Los Angeles, Cal,—The Los Angeles As- 
sociation resumed its regular monthly 
dinner-meetings last week with an at- 
tendance of approximately 250 members 
and guests. It was the first meeting 
under the administration of George W 
Ayars, of the New York Life At the 
close of the dinner, Mr. Ayers led the 
program of community singing which 
has become a feature of these gather- 
ings. Secretary Cole submitted 24 appli- 
cations for membership. which were 
unanimously approved. Including these 
new members, the Los Angeles associa- 
tion now numbers approximately 500 
members, 

The chairman of the evening’s enter- 
tainment was R. S. Babcock, field man- 
ager of the Provident Life and Trust 
The feature of the first part of the pro- 
gram was a series of five minute talks 
on “The Most Valuable Idea I Received 
from the Carnegie Course,” by students 
who attended the summer term of the 
school held in Los Angeles. “Five Min- 
ute Impressions of the Toronto Conven- 
tion” were given by Frank E. McMullen, 
Massachusetts Mutual; John H. Russell, 
Pacific Mutual, and C, H. von Breton, 
Guardian Life. 

The principal speaker of the evening, 
William H. Kingsley, vice president of 
the Penn Mutual, was then introduced. 
The subject of his address was, “Life 
Insurance as a Calling,” but Mr. Kings- 
ley did not confine his remarks to that 
topic. He contrasted present educational 
methods of salesmanship and agency 
building with those observed in the past 
when field organizations were composed 
largely of part-time agents. A number 
of valuable suggestions were offered, 
both to salesmen in the field and man- 
agers and general agents In referring 
to the present high plane of service upon 
which the institution of life insurance 
rests and the standard of ethics prac- 
ticed by companies and their representa- 
tives, Mr. Kingsley cited some interest- 
ing instances from his own knowledge 
and experience. His rémarks included 
the recital of a number of personal 
experiences of a humorous character 
which were hugely enjoyed. 

* * * 

Lincoln, Neb.—The Lincoln Associa- 
tion will hold its first meeting of the 
winter series at the chamber of com- 
merce Saturday noon, Oct. 7. An effort 
to arrange for a speech by radio from 
Darby A. Day of Chicago failed, and 
home talent will furnish the program. 
A. R. Edmiston and J. T. Wilcox were 
the only Lincoln life men who attended 
the international convention at Toronto, 
and each will speak on “What I Learned 
at the Convention.” Lloyd B. Gettys has 
organized a quartet that will appear on 
the program, 

oe 2. @ 

New York.—The New York Associa- 
tion opens its new season next Tuesday, 
with a meeting which will be addressed 
by J. Elliott Hall of the Penn Mutual 
Life on ineome insurance, which is a 
specialty of Mr. Hall's. The meeting 
will be presided over for the first time 
by the association's new president, 
George A. Smith, who is a soliciting 
agent himself and has a fellow feeling 
for the man who carries a rate book. 

In fact, at the recent meeting of the 
agency managers in the association, Mr. 
Smith sounded the keynote of his admin- 
istration when he said that the local 
association should do for its members 
exactly what the intelligent life insur- 
ance man does for his clients—find out 
what is needed and then furnish the rem- 
edy. He believes that the association 
should always endeavor to obtain better 
field conditions for the soliciting agent 
through the elimination of bad practices 
which hamper the fieldman in his work. 
He is now working up a program for 
the eight meetings of the present year 
with the idea of making them both inter- 
esting and practical, with selling talks 
by men with actual field experience and 
who know how to face field problems. 
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The Company OF the People, FOR the People—made BY the People 


The Greatest Life Insurance Company in the World 


In Assets In Business Placed In Service to the Public 
Greatest, In Income Greatest In Business Gained Greatest In Reduction of Mortality 
In Gain of Each In Business In Force In Health and Welfare Work 


\ 


METROPOLITAN 
LIFE INSURANCE COMPANY 


INCORPORATED BY THE STATE OF NEW YORK 





HALEY FISKE, President FREDERICK H. ECKER, Vice-President 
Business Statement, December 31, 1921 
i ee ee $1,115,583,024.54 

Larger than those of any other Insurance Company in the World. 
Increase in Assets during 1921......................... $134,669,937.37 
Larger than that of any other Insurance Company in the World. 
ee toe e a Rea e ak Ui Ge acd eee ears $1,068,341,845.04 
SE Cc ones 4265.06 nd aievdesidecee aeekeddaenewesewes $47,241,179.50 
Ordinary (annual premium) Life Insurance paid for in 
a i a a ei ata a ila i a oe il al ee ae ae $897,949,212 
More than has ever been placed in one year by any other Company in the World, 
Industrial (weekly premium) Insurance paid for in 1921... $666,840,395 
Total Insurance placed and paid for in 1921 ........... $1,564,789,607 
A larger amount placed in one year than by any other Company in the World, 
Gain in Insurance in Force in 1921...................... $625,695,325 
A larger gain in one year than that made by any other Insurance Company in the World. 
Total Amount of Outstanding Insurance ............... $7,005,707,839 


Larger than that of any other Company in the World. 


Ordinary (that is exclusive of industrial) Insurance in 


TE 6 ae hha asin Ese eRe Sees ¥ ae Se $3,892,267,274 
Larger than that of any other Company in the World. 

Number of Policies in Force December 31, 1921......... 25,542,422 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies ............... 1,642,425 
re 323,531 
Averaging one claim paid for every 27 seconds of each business day of 8 hours. 
Amount paid to Policy-holders in 1921.................. $91,348,472.98 


Payments to policy-holders averaged $630.16 a minute of each business day of 8 hours. 


Reduction in Industrial mortality in 10 years, 31.9 per cent. 
Typhoid Fever reduction, 71 per cent; Tuberculosis, 49 per cent; Heart disease, 19 per 
cent; Bright's disease, nearly 30 per cent; Infectious diseases of children, nearly 37 


per cent. 
Death Rate for 1921 on the Industrial business lowest in history of Company. 
Dividends declared payable in 1922, nearly ............. $16,000,000 


Metropolitan Nurses made 2,116,875 visits in 1921, free of charge to sick In- 
dustrial Policy-holders, including 18,984 visits to persons insured under 


Group policies. 
Metropolitan men distributed over Twenty-five Millions of pieces of litera- 
ture on health— 


Bringing the total distribution to over 238,000,000 exclusive of Company's health 
magazine, of which over 18,000,000 are annually distributed. 
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WITH INDUSTRIAL MEN 








PRUDENTIAL’S MEN PROMOTED 


Agents in the Field Become Assistant | 


Superintendents on Account of 
Their Good Record 





Agent Thomas 8S. Brading of the Pru- 
dential at Kansas City, Kansas, is mak- 
ing fine progress in the securing of in- 
dustrial business. He will be one of the 
prominent producers of Division L for 
1922. 

Agent Laddie J. Frazel of Tulsa, Okla- 
homa, is a large producer of industrial 
business and shows good progress week 
by week. He is also doing good work 
in the writing of ordinary and expects 
to close the year with an excellent rec- 
ord, 

Agents Alvah B. Taintor of Springfield, 
Ill., John E. Johnson, Kansas City, Kan., 
and Samuel E. Richards, Kansas City, 
Kan., have been giving exceptional care 
to the work of their agencies, and show- 
ing fine progress in the production of 
business. This has been recognized by 
their promotion to the position of assist- 
ant superintendents in their respective 
districts. 


Brinton Carter, who has operated as 


| 





agent in Washington, Pa., is promoted 


to assistant superintendent at Browns- 
ville, Pa., which is a detached section of 
the Washington, Pa., District. 


Agent William S. Holz, who has been 
operating in the Charleston, W. Va., dis- 
trict, has taken up the duties of assist- 
ant superintendent in the same territory. 


Death of George Hare 


Superintendent George Hare of the John 
Hancock Mutual Life at Rochester, N. Y., 


died at the home of his daughter ‘n Can- 
ada after an illness of several weeks, con- 
tracted while on his vacation. He cutered 
the employ of the company as an agent 
at Lowell, Mass., in June, 1890, After 
having served in that capacity and as 
assistant superintendent in a number of 


made superintendent at 


1910. 


agencies, he was 
tochester in May, 





Prudential Men at Kansas City 


Kansas City has been selected for the 
convention of superintendents of Division 
L of the Prudential. The states of Okla- 
homa, Kansas, Missouri and parts of Lili- 
nois and Kentucky compose Division L 
Division Manager Thomas Girtanner will 
be present at the convention, and one or 
more officers of the company. 


Books Remmniied 
For Hotel Library 


i be Hotel McAlpin of New York 
ity sent out a letter to a number of 
authorities, stating that it had decided 
to establish a business library and de- 
sired to have the persons of whom it 
made inquiry to suggest ten basic books 
on life insurance to be placed in this 
library. Winslow Russell of the Phoenix 
| Mutual Life was one of the persons ad- 
dressed and he turned it over te the 
Phoenix Mutual librarian, who consulted 
with several of the home office staff and 
compiled the following list as desirable 
books for a hotel library: 


ot 


Life Insurance Company, by Alexander, 
Spectator Co., $2; What Life Insurance 
Is and Does, by Alexander. Spectator Co., 
$1 50; Romance of Life Insurance by Gra- 
ham, Spectator Co., $1.50: Life Insurance, 


by Huebner, Appleton, $2.75; House of 
Protection, by Wallace, Harper, $1.60; 


Selling Life Insurance, by Stevenson, 
Harper, $3.60; Psychology of Selling Life 
Insurance, by Strong. Harper, $4.10; In- 
vestments of Life Insurance Companies, 


by Zartman, Holt, $1.50; Yale Readings 
in Insurance, Life Insurance, by Zart- 
man & Price, Yale University Press, 
$2.50; Science and Art of Writing Life 
Insurance, by Young, N. Y. Insurance 
' School, 2050 Amsterdam Ave., N. Y 
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NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the ‘‘Unique Manual! 
Digest,”” published annually in May at $3.50 and the 
“Little Gem " published annua!ly in Apri! at $2.00 











OHIO NATIONAL LIFE RATES 


Announces Schedule of Reduced Rates 
on Younger Ages, Covering All 
Forms From 12-20 





The Ohio National Life has an- 
nounced new premium rates on. all 
policy forms from ages 12 to 20 inclu- 


sive. The new rates show a consider 
able reduction for the lower ages 
ordinary life being about $2 lower at 
age 12 than at age 20. The annual 


premium rates for $1,000 of insuranc: 





for these lower ages are as follows 

Annual Premium Rates 

zx = 
2 = = c £ = 
< <3] uN é & 
12 $13.26 $20.11 $41.28 $14.56 
13. 13 20.28 41.51 14.88 
14. 13.76 20.66 41.35 15.2 
15. 14.02 20.97 41.41 15.60 
16. 14.30 41.46 15.98 
a. 14.59 41.51 16.38 
18 14.90 41.57 16.81 
1% 15.21 41.62 17.26 
20 15.56 41.70 17.73 

The Ohio National Life has also 


announced new disability’rates effective 
Oct. 1, covering all policy forms. The 
disability rates from ages 12 to 21 are 
the same, scaling up from age 21. There 
is a slight increase in these rates 
although the change is not great. The 
on the clause with the endowment 





rate 
at age 85 and single ordinary life is 
$1.09 from ages 12 to 21, $1.74 at age 
35 and $3.47 at age 50. 
New York Life 
The New York Life has issued endow- 
ments at 60 or 65 on the whole life and 


continuous payment plan which provide as 
an option for a monthly income of $19 for 
each $1,540 of the face amount if the en- 
dowment matures at age 60, or $10 for 
each $1,370 if it matures at age 65. In 
addition to this option, the insured may 
draw the face amount, $1,540 or $1,370, at 
the end of the endowment period, or he 
may accept a participating paid-up life 
policy for the full amount of the policy and 
draw in cash a part payment, $515 for 
each $1,540 and $380 for each $1,370 
These policies are written in these odd 
amounts in order to provide the option of 
the monthly income. The rates bear the 
same relation to the regular endowments 


at age 60 or 65 as 1.540 or 1.370 does 
to 1. 

Age 35, $1,540 or $1,370. 

Continuous premium endowment at 60, 


$64.53; at 65, $49.05. 
Twenty-payment 
$73.63; at 65, $61.21. 


endowment at 60, 





North American of Canada 


The North American Life of Canada 
has adopted a double indemnity accident 


clause which provides the double payment 
face of policy in event of accidental death 
prior to age 60, with the usual exceptions 
in the clause. The rate for life and en- 
dowment policies is $1.25 per $1,000, with 
higher and varying rates for limited pay- 


ment life forms. 

Age. 25 35 45 
10 payment life........$2.75 $2.30 $1.70 
15 payment life..... .. 2.00 1.7 1.25 
20 payment life...... 1.65 1.40 1.25 
25 payment life........ 1.45 1.25 1.25 
30 payment life........ 1.40 1.25 1.25 





Chicago National Life 


In last week's issue of The National 
Underwriter the new coupon policy of 
the Chicago National Life was outlined 
and rates given, a typographical error 


being made in giving the coupon values 
for the later period on the policy at age 


35 The coupon return on the policy at 


» 35 in the second policy year is $5.80 





for 


$5.97 as 


the 20th 
given 


year is $9.97 and not 
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NEED DATA ON AGENTS) 


FULLER REPORTS ESSENTIAL 


C. W. Martindale of First National 
Life Shows Importance of Ex- 
changing Information 


PIERRE, S. D., Oct. 3.—Secretary 
and General Manager C. W. Martindale 
of the First National Life has just re- 
turned to his office after a month’s ab- 
sence in the northwest. While much of 
this time was spent in attendance at a 
lawsuit as witness for the prosecution 
against a former agent of the company 
charged with embezzlement, some op- 
portunity was given him for agency 
work in Montana, Washington and 
Idaho. Mr. Martindale reports that 
business conditions in the northwest are 
improving generally and that they are 
good in the western part of Washington 
and Oregon. 

“IT regret very much,” said Mr. Mar- 
tindale, “that this lawsuit prevented my 
attendance at the recent meeting of the 
American Life Convention. One thing 
I especially hoped to hear of was an 
increasing active interest in the agents 
reporting bureau. I understand it was 
stated at the Convention that only about 
68 companies are making reports and 





that the total number of names listed 
is only about 4,000. Obviously, if all 
companies in the Convention took an 


active interest in this matter, it would 
idd very greatly to the value of the sys- 
tem, 


More Complete System Needed 


“I have a very striking instance of the 
need of a more complete reporting sys- 
tem in our experience with the agent 
who was prosecuted in the lawsuit re- 
ferred to. He came to us two years ago 
on recommendation of another Ameri- 
can Life Convention member. 


LIFE 


INSURANCE 


EDITION 


AGENTS SHOULD TALK TERSELY 


| 


HE Equitable Life of New York 

"T aavises its agents not to answer ques- 

tions that are not asked. The com- 
pany says: 

“And of the questions asked you may 

to divert attention of your 

those that 


concentrate 


be abie the 


prospect trom 
priate, so as to 
tion On your answers to 
importance. 
“The average man 
only three things: 
1. What insurance 
2. What policy will 
3. The sum he mu 
year. 
“Do you cultivate your im: 


1 
} 


are nappro- 


his atten- 


questions ol 


igination: 


Can you put yourself in the place of 
your prospect? Can you feel the anxiety 
about his future that you know he 
feels? Can you feel with the widow 
the gratitude she will experience when 
she receives the insurance money? Do 
you value the insurance you offer as 
deeply as you want your client to 


value it? 

“Do you study character, and adapt 

characteristics of 
lling 


young 


your appe al to the 
prospect If vou wer 
and 


came 1n, 


each I 
a well set up 
you 


overcoats, 


man 





would « upon 


as we could learn, his record was clear. 
Yet, in 12 months he had embezzled 
large sums of money, failed to return 
advances made by the company, failed 
to pay nets belonging to the company, 
to return premiums on rejected appli- 
cations and managed to ‘get into’ the 
company for a considerable amount of 
money. We afterward learned that 
other companies had had a somewhat 


similar experience with him, one of 
them, at least, being a member com- 
pany. Information which could very 


So far ' easily have been furnished by this com- 


its style, cut, etc., but to a plain, 


mical old gentleman you would say, ‘I 


ece 


can reco end this cloth It's warm 
and durable, well made, well lined, and 
will never wear out.’ 
a > * 
“Why should the inexperienced agent 
talk as little as possible 
“Because some of the people he ap 
proaches may know more about insur 
ance than he does rhe people wit! 
whom he will succeed best at first are 
those who already believe in insurances 
and only need to be persuaded to do 
now what they have intended to do 
later on. Many men are ready to in 
sure, but defer action because they do 


not know exactly how to go about it. 
“The inexperienced agent is tempted 
all the objections that might 
arise, and then dispose of them. The 
result is that the prospect’s attention 
is drawn to objections that might never 
The experienced agent 
advances a sing and 
there if that secures the prospect's sig 


to mention 


occur to him 


argument, stops 


nature. Thus he economizes his own 
time and that of the prospect, knowing 
that otherwis« the prospect a erow 
restive and fly the track.” 

pany would have saved us a very ex- 


asperating experience, and yet a report 
the files The agent 


was not found in 

left for parts unknown and went to 
work under an assumed name for a 
prominent American Life Convention. 
company Later while awaiting trial 
under bond, we have been told that he 
has been acting as agent for another 
very prominent member company. I! 


regard it as the evident duty of every 
insurance official to the insuring public 
and to the life insurance fraternity, gen- 
erally, to report the work of crooks.” 


no- | 


_ 
uw 


'SIX STATES IN RALLY 


| MEETING ON AT DES MOINES 


Midwest Sectional Convention of New 
England Mutual Life Beimg Held in 


Iowa City 
The idwest sectional convention ot 
the New England Mutual Life is be- 
ing held this week at Des Moines. 
\n elaborcte program has been pre- 
pared for the gathering which includes 


the agents of Colorado, Missouri, lowa, 
Kansas, Minnesota and Nebraska. 
Charles D. Mills of Kansas City pre- 
sided at the opening W ednes- 
day morning and acdresses were given 
by Gordon W Noble of Omaha, 
Charles H. Flood of Boston and Hugh 
Scammon of St. Paul After luncheon, 
frank Parker of Topeka took the gavel. 
Speakers were Dr. Willis Hatfield Haz- 
rd of Samuels of Kan 
Noble of Omaha. 
rson of Des Moines 
the banquet Wed 
the Des Moines 


session 


Boston, Isadore 
is City and Will I 
Clarence N Ande 
toastmaster at 
evening at 


a 


was 
nesday 
club. 
Commissioner Arthur C. Savage spoke 
at the Thurscay morning meeting. He 
was to be followed by Charles H. Flood, 
assistant secretary, Boston, on “What 
it Means to be a Life Insurance Man.” 
Arthur J. Reeves of St. Paul was to 
preside In the afternoon, Hibbert W. 
Noble of Lincoln was to wield the gavel 
and on the program were Dr. H. R. 
Best of Des Moines and Dr. Hazard on 
“Preparing Yourself.” Vertinent ques- 
and discussion down for the 
the convention at 5 o'clock 


tions were 
closing ot 


embers of the 


department has 


Group insurance on n 
Birmingham, Ala., police 
been awarded to the Pradential. Insur- 
ince on the lives of members of the fire 
department will remain with the Aetna for 
other year 


} ar 








TOPEKA 





Every man who examines the “Five 
Thousand Dollar Policy” of the 
Liberty Life, sees in it, the kind of 
life insurance that fits his needs. He 
likes it because it is distinctive and 
liberal, filling his life insurance re- 


quirements to the letter. 


Your Chances Are Better 


In addition, this liberal policy gives 
the agent the chance to make five 
times more than he made before. 


The “Fives” are 


themselves and then the agent has 


the opportunity to 
each policy. 


The Liberty Life Insurance Company 


attractive in 


sell stock with 


KANSAS 
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HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 








KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 











New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 


Immediate beginning of a lifelong monthly income. 
When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 


When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 


Total disability that has lasted three months will be assumed to be permanent. 
Waiver of premium, of course, together with full annual dividends and a full annual 
increase in cash surrender value. 


As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
' of New York 


34 Nassau Street, New York 




















J. O. LAUGMAN, President 


Snternational Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 


DR. ANDREW JOHNSON, Secretary 
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SCOPE OF ACT BROAD| NEW MOVE BY TRAVIS 


RULING ON FORFEITURE LAW 


Kansas Department Holds It Applies to 
All Policies Written in State, Re- 
gardless of Residence 


TOPEKA, KAN., Oct. 3—The Kan- 
sas law prohibiting the forfeiture of a 
life insurance policy except upon a spe- 
cific notice to the policyholder is held by 
the Kansas department to be effective on 
all business written in Kansas regard- 
less of the residence of the policyholder. 

The issue was raised in the case of a 
policyholder who lived in Kansas City, 
Mo., but took out a policy for $1,000 in 
Kansas. He worked in Kansas and the 
deal was entirely made and the pay- 
ments presented in this state. An at- 
tempt was made to forfeit it last spring 
for non-payment of the premium. In- 
quiry developed that the forfeiture no- 
tice as required by the Kansas statute 
had not been given. 

The way the law reads it would ap- 
pear that a company domiciled in Bos- 
ton and licensed in Kansas could not 
torfeit the policy of a man in Oregon 
without strict compliance with the Kan- 
sas statute. The company was advised 
by the Kansas department that no at- 
tempt would be made to enforce the 
law on business written outside the state 
but that the department felt that all 
business written in Kansas by licensed 
companies came under the law regard- 
less of the residence of the policyholder. 
If a man took out a policy in Kansas 
and then moved to another state it wa¢ 
held that it did not take awav the pro- 
tection of the forfeiture law of this state 
If a New York man should take out a 
policv in Kansas the department felt 
that he was entitled to the protection of 
the Kansas law. 


ACTUARIAL SOCIETY TO MEET 


Will Hold Sessions in Hartford, Conn., 
Oct. 19-20, as Guests of 
Hartford Companies 


The Actuarial Society of America 
will hold its fall meeting in Hartford, 
Conn., Oct. 19 and 20. A tentative pro- 
gram has been drawn up by the Society 
and in addition the life companies in 
Hartford and Hartford members of the 
Society have issued a special invitation 
and resume cf the program. The meet- 
ing will open on the evening of Oct. 18, 
with an informal gathering at the Hotel 
Bond, the regular business sessions to 
begin on the following day. On Oct. 
19 there will be a morning and after- 
noon business session and luncheon 
will be served in the Hartford Club, as 
well as the banquet in the evening. The 
ladies are to be present at the banquet 
and evening program as guests of the 
Hartford companies. The next day 
there will be only a morning business 
session, the remainder of the day being 
cared for by the entertainment commit- 
The Thursday meetings will be 
held in the Travelers building and the 
Friday session in the Phoenix Mutual 
Life building . Friday afternoon will be 
given over to golf, tennis and motoring 
ihrough Hartford. Arrangements are 
also made for those staying over Satur- 
day. 


tee. 


| WANTS N. Y. LAW IN KANSAS 

| Insurance Department Seeks Power to 
Bar Companies for Violation of Its 
Rulings 

FOPEKA, KAN., Oct. 3.—The com- 


session of the 


| ing Kansas legislature 
| will be asked to enact the New York 
law, providing that any insurance com- 
pany which violates the law or the 
rulings of the insurance department re- 
lating to the business may be barred 


from further participation in the insur- 
ance business after the department has 
had a hearing and found the company 
guilty of infractions of the law and 
regulations. 

The Kansas department is going te 
ask that the New York law as it stands 
be made effective in this state. Any 
company under suspicion would be no- 
tified of the charges and directed to ap- 
pear on a definite date for the hear- 
ing. If the company were able to make 
a proper showing the certificate would 
be continued but if the proper show- 
ing were not made the certificate could 
be cancelled. 

“Few of the insurance companies do- 
ing business in this country transact 
their business on a low plane,” said S. 
C. Carroll, claim adjuster for the Kan- 
sas department. “Most of the insur- 
ance companies are managed by broad- 
minded men who know the _ business 
and they handle the affairs so that they 
seldom, if ever come before the depart- 
ment. But there are a few crooked 
companies and a few crooked managers 
that are continually causing troyble 
and handling the business so that it 
seriously reflects upon the credit of the 
insurance business as a whole. 

“We can get the crooked insurance 
agent by cancelling his license but 
there is no way that anything can be 
done to the crooked insurance company 
and the officials of such companies ex- 
cept by barring the company from doing 
business in this state. The law would 
not hurt the well-managed companies 
but it would relieve the people of the 
state from the bad ones and I hope we 
can secure the enactment of this law.” 


Use Spier’s Talk as Textbook 


Last April A. R. Spier, now chairman 
of the executive committee of the Life 
Underwriters Association of New York, 
delivered an address entitled “The Use 
ind Extension of Life Insurance as Ap- 
plied to Credits,” which made a big 
hit. In fact the article was so thor- 
ough an exposition of the entire subject 
that the National Association of Life 
Underwriters put it into booklet form 
for general distribution. 

The dean of the divsion of banking 
and insurance, department of social and 
political science at Yale university has 
just secured 160 copies of the booklet 





and will use it during the coming year 
as a textbook for some of his classes in 
insurance. 


Clifford L. McMillen, head of the home 
agency of the Northwestern Mutual Life 
of Milwaukee, has been appointed Givision 
commander of the campaign committee of 





the Central Budget of Philanthropies. 





W. W. LANE, Seeretary 





LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 





A. E. WERKHOFF, President 

















oy ad 


said: 

U. 
socia 
won 
de ath 
prem 
taken 


a mi 


life 1 
abou 
were 
little 
sewll 
their 
when 
wher 
lass: 
appre 


who 


1 req 
ar 




















rot 


wttas 


LIFE 


LIFE INSURANCE TALK BY RADIO 


James A. Grizzard’s Address 


widest 


exposition ot! 


ROBABLY the 
ever given to an 
+ 


P 





enefits of life insurance result 

the broadcasting last eck fro 
radio station of the Detroit “Free 
Press” of an address by James A. 
Grizzard, head of the Grizzard System 
of Chicago, Cleveland, Detroit and 
other cities. The wave leneth of the 
Detroit station is such that it reaches 


parts of the United States, Canada 
and Cuba, and it is difficult to estimate 
many thousands people heard 
Mr. Grizzard’s presentation of the 

lue of life insurance presentation. He} 
said: 

Unfortunately, life insurance is as- 
sociated in the minds of many men and 
women with unpleasant thoughts of 
death, sickness and a strain to pay 
premiums. With some people this mis- 
taken idea has had a tendency to erect 
a mental barrier of antagonism and 
prejudice beyond which it is difficult 
for reason and common to go 
Oftentimes the wife, influenced by this | 
false suggestion is led to discourage her | 
reluctant husband to avoid taking life | 
insurance, with the unselfish exclama- 
tion, ‘Oh, I'll get along somehow.’ 


how ot 


sense 


Life Salesmen on New Plane 


“This lack of understanding and ap- 
preciation of the purpose and benetits 
f life insurance was so common to all 
i us many years ago that it required 
i 


o 
men to sell it who being unable to go 
bev ond this barrier of reason and com- 
mon sense, were compelled to resort 
to all the artifices of salesmanship 


frequently resulting in annoying if not | 
unscrupulous conduct. Many policies 
purchased just to get rid of th 

pesty agent. This situation developed 

1 reputation on the part of the agent 

that has required the latter years of 
enlightenment, understanding and _ fair 
dealing to live down for him. 

“This suggests a story told recently 
'y a president of one of our leading 
lite insurance companies. He said that 
about 40 years ago life insurance agents | 
bartenders, and a 


were 


} 


were classed with 
little later elevated to the plane of 
sewing-machine agents. He related 


their progress step by step, until today. 
when they stand highly respected every 
In the support of his first 


where. 


lassification he said: ‘One day | was 
approached by the former bartender 
who offered to sell me life insurance 


| replied, ‘I thought you were tending 





ar.’ ‘No,’ came back the reply, ‘I am 
selling life insurance but don’t tell my 
ife, she thinks I am_ still a_ bar 
tender.” ’ This prejudice against the 
business and its representatives has 


lost all force until today it 
the financial bulwark of the 
vorld’s activities—the power 
ndeed, and represented, on the whole, 

the highest type of salesn anship on 
arth, 


gradually 
stands as 


people "s 


First in Pharaoh's Time 


The first life insurance company 
vas formed in Pharaoh’s day. Pharaoh 
lreamed a dream, as the Bible has it 
He called upon Joseph to interpret 
ream Joseph’s interpretation 

there would be seven fat years, fol 
ved by seven lean years; resulting 


Heard Over Whole Nation 


i systematic saving and laying away 


Ol great quantities of supplies by all the 
Egyptian people during the fat vears as 
nsurance against the lack sure to fgl- 
low. The modern life insurance com- 
pany of the twentieth century is identi- 
cal in principle, though it goes much 
further. It combines a systematic lay- 
ing away for the future with a plan 
which automatically and instantly lays 


away for the family the entire sum de- 
sired in event of death. The premiums 
required are not payments, but deposits. 
The life insurance company is a deposi- 
tory—the funds deposited by the people, 


| or policyholders, are invested with the 


result that the interest earned over a 
long period of years is sufficient to pay 
the face of the policy to the families of 
who die, and return the amount 
deposited in premiums at the end of the 


those 
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EDITION 














period of years to those who live. The 
science of life insurance reveals the 
necessity and affords the opportunity 
for preparation in the fat, or producing 
years of our life, to take care of the 
lean years of old age, and at the same 

time protect our loved ones. We need 
no dream interpretation—superstition 
has been replaced by science. Calcula- 
tion reveals how many will die and 
when we will become aged. Here, sta- 
tistics bring us to our senses. One hun 

dred men, starting out in life at age 21, 
meet the following fate \t age 65, | 
thirty-six will have died; fifty-four are 


dependent upon charity or relatives 
four will be comfortably employed; five 
well-to-do; only one rich. Think 
It certainly would have paid thirty-six 
of these to have insured 
would have been wise for fifty-four 
them to have prepared against depen 


it 


ot 
| 


ency in old age. Nine could have well 
afforded to pay the premiums, and the 
one rich man could have at least used 
life insurance to take care of his in- 
heritance taxes. 
How Can Anyone Delay 

“In the light of these facts, how can 

anyone avoid or delay adequate prote« 


tion against death and poverty through 
the one and only practical, proven 
method—old line life insurance Pre 
miums deposited furnish money to build 
and operate our railroads, erect our sky 
scrapers, churches, ols, maintain 
our farms, and at the time protect 
the families, educate the children, pay 
the mortgages and in the end return 
the money used to support the 
Really, isn’t it wondertul 
“What t unde 
ridicule fear. Life 
being and 
being adopted by everyone, eve 
as the sure thing. Values on com 


modities represented in our human ac- 


sche 


sami 


ane d. 


we do mn rstand we 

and 
understood, as a 
rvwhere, 


one 


tivities fluctuate and change with time 
and circumstances, but old line life 

surance, the result of scientific calcula 
tion, remains intact, exact, constant. It 
is, therefore certain it Is theretore, 
safe Its material safety may aptly be 


language of the Scrip 


spiritual 


escribed in the 
*s, referring to the saiety of 
‘Laid away where moth 
corrupt, nor thieves bre 
for a life 


nor 


reasures, 





steal,’ insurance 


msurance Is | 
result, 1s 


ot it. | 


heavily. It | 


TO THE RIGHT MAN 


We will offer a direct contract, providing splendid 
first year commissions, very liberal renewals, and an 
exceptionally favorable arrangement for financing a 
General Agency at the following points: 
Grand Rapids, Michigan 
Chattanooga, Tennessee 
P Kansas City, Missouri 
Columbus, Ohio 
Topeka, Kansas 
# Des Moines, Iowa 
Sioux City, lowa 


Rockford, Illinois 
Your Correspondence Will Be Treated in Strict Confidence 


Address 
Lacy, Second Vice-President in Charge of Agencies 
of 


The Minnesota Mutual Life 


INSURANCE COMPANY 
St. Paul 

















Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered to Field Men 
of High Character and Ability. A few General Agency openings 
now available. For full information write to nearest address 
shown below: 


E. L. BLACK, State Manager, 
Wheatley, Arkansas. 


J. R. RAILEY, Manager, 
Southwestern Department, 
401 Dallas County State Bank Bldg. 
Dallas, Texas. 


BRIDGEWATER, Manager, 
Central Department, 

1951-S2 Railway Exchange Bldg., 
Saint Louis, Mo. 


W. H. SAVAGE, Vice-President and Agency Director 


H. S. 















— 


INSURANCE COMPANY 


SAINT PAUL MINNESOTA 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 
Write Us 


A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 

















MUTUAL TRUST LIFE INSURANCE COMPANY 





Insurance in Force $75,000,000 


Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. 


and P ROFESSIONAL Man’s Policy. A Special Farm Mortgage Policy—Monthly Incomes—Child’s Endowments. 


EDWIN A. OLSON, PRESIDENT 


and Double Indemnity Provisions. 


THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 
AND PERMANENCE OF MUTUAL TRUST MEN 


For*Agency Openings Address: 





Assets $7,512,613.17 


GILBERT KNUDTSON. Vice President 


Surplus $635,128.94 


A special low premium BUSINESS 
Disability Income 


Home Office, 30 N. La Salle St. Chicago, Ill. 
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——]| PLAY PRESENTS POLICY 








MAKE UNIQUE ANNOUNCEMENT 


. * | 
Tradi tions and Ideals anne Agency Convention of Security 


Mutual Given Graphic Demonstra- 
tion of New Policy Form 





Mutual Benefit agents are men who have been 
drawn to the Company because of its traditions 
and ideals. For seventy-seven years the idea 
conveyed by the words “Mutual Benefit”—the 





The adoption of a new monthly in- 
come policy and the use of the case 
method of discussion featured the an- 
nual agency convention of the Security 


good of the whole applied to the affairs of each Mutual Life held in Lincoln, Neb., last 

: + 4° aS a Friday and Saturday. The two-day 
one—has been the guiding principle in treat- session at the home office was opened 
ment of policyholders of this Company. by President E. B. Stephenson, who 


was followed by various company offi- 
cials and ranking producers in talks on 
business getting methods. Oak E. 
Davis, manager of the Nebraska agency, 
THE MUTUAL BENEFIT LIFE was installed as president of the $150,- 
000 Club and presented with the com- 

pany’s cup. 
IN S U RAN C E c O M P AN Y Announcement was made in a unique 
" manner of the company’s new monthly 
Organized 1845 income policy calculated on the ordi- 
nary 20 pay life basis. In order to 
NEWARK, N. J. present to the field men the strong 
appeal of the monthly income settle- 
ment over the lump sum, the Lincoln, 
Neb., agency gave a play with various 
members of the agency taking the parts 
of the applicant, beneficiaries and inter- 
Organized 1871 ested parties. Oak E. Davis, state man- 
° ° —" ager, was the agent. In this play the 
Life Insurance Company of Virginia agent’s suggested program of income 
settlements was refused and a lump 


Richmond, Virginia sum policy issued for $10,000, The in- 
sured died and then in the second scene 











Oldest, Largest, Strongest Southern Life Insurance Company 4 
. . _ the wastage of the lump sum settlement 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to was demonstrated. The brother whose 
$50,000.00 and Industrial Policies from $12.50 to $1,000.00 business required additional money, the 


automobile salesman with a new car, 
the father who invests money in some 


Condition on December 31, 1921: 





A ckdickesns Cexesnt qepannetrasneenneshhsherseetesnedecke $28,308,449.13 speculative stocks, all combined to eat 
te et te ae ane eu edhilgad weipe an Gaeaae . 25,109,146 04 up quickly the proceeds of this policy. 
ESSERE EE ST RE IN NEE PN 3,199,303 09 This graphic demonstration of the new 
EE PN aE eens eneeys sa dia 214,188.461 00 policy form brought the appeal directly 
ee i ocdcninnneeirriedeced hed wehene 1,897,435 45 home to the Security Mutual agents. 

Total Payments to Policyholders since Organization............. $27,720,705.42 One entire session of the convention 


was given over to the case method of 
discussion patterned after the National 
Association’s convention plan. Five 
—= = Sy cases were presented and the discussion 

led by some of the company’s leaders, 
Incorporated in 1862 in the Commonwealth of Massachusetts the various solutions presented being of 


JOHN G. WALKER, President 




















special value and interest. The annual 
Named JOHN HANCOCK in honor of the first Governor of Massachusetts, and first sign banquet ot the $150,000 Club and the 


5 of the Declaration of Independence. agency force closed the convention 
In 60 years it has grown to be the largest fiduciary institution in New England. | c. . 1: Pes ae 
Poiicies made secure by reserves maintained on the highest standard with an adequate Con- Saturday evening. 
tingent Fond providing protection against all emergencies. Total Assets, $239,693,000; Policy- ss areennnemeunenel 
holders’ Reserves and all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. Verdict in Sailstad Case 
Policy contracts include all equities and options. 


ance are available at any time through the Agencies or Home Office of this Company. was th verdict returned by the federal 
court at Superior, Wis., which awarded 
1} Mrs. Leona Sailstad-Richardson $10.- 
| 000, the full amount asked in her suit 
against the New York Life on the policy 
| carried by her first husband. The pol- 
—I| icy was for $5,000, with a double in- 
demnity clause for accidental death bv 
' 4 violent external means. 
WA NT ED District Managers for Whether Med not a a com- 
. ae . . panies in which Sailstad had taken simi- 
Lima and Cincinnati, Ohio lar policies will contest the payment of 
virtually $75,000 more was undecided 
but it is thought that in view of the ver- 

















Write for further particulars. Here’s an opportunity for a good man 
to get in on the ground floor with a progressive ; 
young Ohio company | dict they will not care to stand the ex- 
pense cf another and similar trial. 


ADDRESS B-60 | pelicano 


Fred 8S. Stripp, supervisor for the West 


Care of the National Underwriter | Coast Life at San Francisco, is confined to 


| his home owing to an attack of illness 
| which overcame him rather sudde nly last 
week. 


A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
LANSING, MICHIGAN 
N. P, HULL, Pres. C. H. BRAMBLE, Secy. and Treas. I. D. WALLINGTON, Supt. ef Agents 

















October 5, 1922 








ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 





e Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street., Chicago ' 


Successors to Marcus Gunn, 
Consu™ ing Actuar | 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








J. McCOMB 
- COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lite Insurance Forms Prepared. 
The Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 
° ACTUARY 


1523 Association Bldg. 19S. La SalleSt. 
Telephone State 4992 CHICAGO 








REDERIC S. WITHINGTON 
Consvuttine ActuaRY 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, IOWA 








By E. HIGDON ) Actuaries & Examiners 
OHN C. HIGDON ( 8° Gates Buildine 


Kansas City, Me 

















Business done through agents. Information and advice on any matter relating to life insur- | Edward J. Sailstad is dead. That | 











| The 62nd Annual Report shows: 





HOME LIFE INSURANCE Co. 
NEW YORK 
WM. A. MARSHALL, President 


Premiums received during the 


ET. Webnssecneenmesneanennensuenes 96,990,507 
Payments to Policyholders and 

their beneficiaries in ath 

Claims, Endowments, Dividends, 

_ ees sonnei 4,740,340 


Amount added to the Insurance 
Reserve Funds 2,121,397 
t 
GREE coccccccccccnescceccosccooeece 1,964,050 
($642,638 in excess of the amount 
required to maintain the re- 
serve) 
Actual mortality experience 53.4% 
of the amount expected. 
Emoswrance im Peres....cccsccccccccs $223,116,887 
PE NE irnncadisasunanie 43,222,328 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General 


Central and Southern > ond Northern 
Kentucky 


ent 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 





ager 
229-233 Leader-News Building 
CLEVELAND, OHIO 

















MR. AGENT! 
Do you care for QUALITY, 
not SIZE? Age, Sound Ex- 
perience, Low Cost, a Splendid 
Record for 70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 











Ucto 


one oe one &. 
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ANTICIPATE GOOD INCREASE 








(CONTINUED FROM PAGE 1) 


op fc eos | National Temperance Life Insurance Company 
Eureka Life service, but it bas ia: han Ge Now being organized—Capital Stock $100,000 
patronizea 'y the very organizations 


| Ww hich cre = d it As a result of the A RARE OPPORTUNITY 
compiet¢ adiscussion ot its operations sis 
nsurance which ag “g For men of character and ability who 


took place at Milwaukee, it is 


felt that practically all of the leading know Temperance people and who can sell 
oO - s+, &. companies will now throw Life Insurance and Life Insurance Stock 
* theit tull support to the Bureau, which 
will make it a financial success, and, in The men who qualify now in the sale of the stock of this Company 


OF BALTIMORE, MD. apes Rania the service & is abh will be preferred as 
STATE MANAGERS 


What O izatio ~ > 
n rganization Ha when the Company is organized. 


Incorporated under the laws of iin dammiediion th on on _ 
ae spondents, and inspectors, exclusive 0: HERE IS YOUR OPPORTUNITY—CAN YOU QUALITY? 
aint cat aried inspectors and = special Write for particulars. Give experience and references. 
We lesne service men There are 13,424 towns 
and hamlets with a population ot 200 JOHN D. KNAPP, Organizer 
or more in the states in which the 30 N. La Salle St., Chirago 


Standard Ordinary and bureau operates, and, therefore, its 


organization averages about two in 


Industrial Policies get gt A THE PERFECT PROTECTION POLICY OF 


Chicago, Cleveland, Columbus, Dallas. 


J.C. MAGINNIS | Des Moines, Indianapolis, Kansas City 
Geestient 108 Angeles, New Orleans, Omaha, 
J. BARRY MAHOOL Portland, St. Louis and San Francisco 


| and 1s ype re > < »f ° ° ° 
Vice-President b caumpped to render the best of gives you something absolutely new and different to talk to your 


| service in Alabama, California, Georgia, . 
J. N. WARFIELD, Jr. | Illinois, Indiana, Iowa, Kansas, Ken- prospects. Gives you a chance to earn more money than you 








Secretary-Treasurer ene —~ Michigan, Mississippi, ! are now 
| .Lissourt, i ebraska, Oh Oo. Oreg , i 
DR. J. H. IGLEHART | South Carolina. South Datota Ten Our Life Insurance Contracts contain the most up-to-date clauses 
Stediens Sivester | nessee, Texas and Washington. known to the Insurance World. The Accident and Health gives 
——_—__ full protection for at least a third less cost than regular casualty 





| Pltsburghers in Auto Accidente companies. Our agency contracts are as liberal as can be made. 
eit Minis Wi Maca mad WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


met with injuries last week when their Reliance Life Insurance Company of Pittsburgh os - Pittsburgh, Pa 


automobiles were struck by other 


machines, Rodger Richards, special 

e agent for the E. A. Woods agency. and 

his two daughters, were injured when 

‘ their machine was struck by another 
while they were driving near Monessen 

0 um lan Mr. Richards suffered a broken knee 
cap and lacerations of the scalp, while 

several teeth were knocked out. Harry 


+ e ton 
on ] e Ss. leets, also of the Woods Agency, 
was injured near his home in Turtle 


Creek in an automobile collision in 















OF DES MOINES, IOWA. 

















which his companion was killed : We issue all standard forms of Life Insurance Policies. Every policy 
Insurance Company suffered cuts pone bruises. s protected by Deposit of Full Legal Reserve with the State of lowa. 
Boston, Massachusetts Scsk Unilorm Praternal Lewe — NG ee Oe i eel 
ARTHUR E. CHILDS, President ee ie , BESS 
i ade, president ot the , 
National Fraternal Congress. was in @): p OHID a py FE aig 
= — Cleveland last week to confer with Sec tempus 











- retary W. E. Futch, of the same organ LIFE. HEALTH, ACCIDENT“~° MONTHLY INCOME INSURANCE. 


ization, in re gard to the unification of 
Issues the best an eee Gee eae ee Sia LATEST POLICIES AND AGENCY CONTRACT Bail az.\ne 
forms of policies At Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 


; At present 39 | states have uniform 
of Life, Accident angel. peta Sie wodie aoe Plena } ; 
and Health Insur- [| #13" Jor the fall and winter months! Philadelphia Life Insurance Company 








he said, and a series of meetings will he 
with an idea of furthering the unifica- 











ance. ton gue, §=fie Mitra Congress If you live in Illinois and if you desire to establish 
hodi meg: Bray : yore a a a Local General Agency in your city, 
= —— | 7,000,000 ADDRESS 
| — Manager of Agencies or Michael Montague, State Agent 
Our Complete Protection Kansas City Life in Wisconsin 111 No. Broad Street 1416 Mallers Building 
Combination is the ideal form of The state of Wisconsin has recently Philadelphia, Pa. Chicago, Il. 





| been opened by the Kansas City Life 
The district is being cared for through 
the home office at present, but it is ,"Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me”’—thus writes a 
buyer of Easy Lessons in Life Insurance,”’.a text and review book with quiz supplement $1.00 The 





insurance coverage 








intended to appoint a division manager 


| National Underwriter Company, 1362 Insurance Exchange, Chicago 
soon, 




















wean 'serus || MUTUAL LIFE OF ILLINOIS 


Policy, containing Penn Mutual 


makes an Insurance Proposition which in } HOME OFFICE 
CE SD yh SPRINGFIELD, ILLINOIS 
members. An Old Line Legal Reserve Life Insurance Company 
A Company of Service 
The Penn Mutual Service to Policy Holders Service to Agents Service to the Public 
i Oo t nder the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
Life Insurance Company enacted and held in Trust by the Insurance Department of the State 
of Philadelphia Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited. 
JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 


, 1909, Rates Were Reduced 
-. = my aesanel to Full 3% Reserve. H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director 
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BUSINESS BETTER IN THE EAST 


E. J. Berlet 
Pennsylvania—Decided Improve- 
ment Is Found 


Reviews Conditions in 


PHILADELPHIA, PA., Oct. 3.— 
Business conditions in eastern Pennsyl- 
vania have improved considerably the 
past few months, according to E. J. 
Berlet, Guardian Life agent and man- 
ager for southeastern Pennsylvania, in- 
cluding Philadelphia, and southern 
New Jersey. Life insurance, he said, 
is feeling the effects of the resumption 
of the iron and steel industry around 
Bethlehem, activity in the building 
trade and good crops—tobacco, in par- 
ticular, being one of the most profitable 
in the history of Lancaster county. 

Business life insurance and inherit- 
ance tax coverage, both comparatively 
recent developments in the history of 
insurance, are gaining in popularity and, 
according to Mr. Berlet, these two 
forms are responsible for most of the 
large policies now being sold. 

The average size of policy Mr. Ber- 
let sells is more than $10,000, although 


he has been in the insurance business 
less than three years. He has little 
faith in the straight cold canvass 


method of obtaining prospects, prefer- 
ring the “endless chain” system—get- 
ting a letter of introduction to a pros- 
pect from a man he has just insured. 





THE 


NATIONAL 


HE Penn Mutual Life calls atten- 
"T tion in its agency bulletin to the 
effect that the Ohio attorney gen- 
eral has recently given an opinion that 
life insurance taken out for the purpase 
of paying inheritance taxes upon 


the j 


estate of the insured should not be in- | 


cluded in the insured’s estate for pur- 
poses of taxation under the Ohio in- 
heritance law. The Penn Mutual says 
that this appears to be the first expres- 
sion from any governmental officer 
upon a question which has been the sub- 
ject of considerable debate. 


Extract From the Opinion 


| 


The following is an extract from the 


opinion: 

“They 
become a part of the estate 
cedent in any sense, To be 
who are the beneficiaries of the tes- 
tatrix’s bounty, or who are to profit un- 
der the intestate laws by her death, are 
the identical persons who are to reap 
the benefits of the insurance policy; and, 
moreover, these benefits have direct re- 


(proceeds of the policy) do not 
of the de- 
sure, those 


lation to the imposition of the inher- 
itance tax. 
“Nevertheless, the persons in whom 


interests arise acquire them by 
contract, and not as distributees of the 
estate of the decedent in any sense. The 
property rights which they enjoy under 
the insurance policy do not pass to them 
from her by will, by intestacy or by 
gift.” 

The Penn Mutual says: 

“All persons interested in the life in- 


these 





UNDERWRITER 





INSURANCE FOR _ INHERITANCE. TAX 


‘ 


surance business will welcome this opin- 


ion. It contains the principle for which 
we have been fighting ever since law- 
making bodies began to tax life insur- | 
ance paid to beneficiaries other than to 
the estate of the insured. 

“What is here succinctly stated has 
been related time and again to legis- 
lators and congressmen in calm, delib- 
erate conversation, in frenzied oratory, 
in shorter forms and more lengthy re- 


views, with no effect. It is therefore 
with profound satisfaction that we wel- 
come the opinion of the attorney general 
of Ohio—even though it affects only pol- 
icies in his own state 


Northwestern Agents’ Meeting 

General agents of the Northwestern 
Mutual in northeastern Illinois will hold 
their annual Danville, Ill, 
Oct. 5. Agents from about 22 counties 
in central and north central Illinois will 
M. J. Cleary, 
company, will speak at a 
will be followed by a 
There will be a gen- 
“The New Policy 
Contract.” The annual banquet will be 
served in the evening, with James S. 
Cowan, general agent at Aurora; M. H. 
). Williams, assistant superintendent of 
agents from the home office, and John 
S. Marsh, general agent at Cleveland, 
as the principal speakers. 


meeting at 


be present. vice-presi- 
dent of the 
luncheon which 
business session. 


eral discussion on 





Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 
Safe Investments 


LIFE 


Milwaukee 


45.17% 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 

No Brokerage 





COMPANY 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1921 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


THE NORTHWESTERN MUTUAL 
INSURANCE 


No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 


Wisconsin 











THOMAS J. OWENS, President 


Capital, $200,000 


build a real life insurance company. 


If you want to be affiliated with 





All of the stock i is held by a few substantial business men 
of Indiana who believe in the ability of the management to 


DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO., inoranapotis 


NO ORGANIZATION EXPENSE 


anaged by men experienced and familiar with all de- } 
partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
an institution that has real red blood in its veins—that has all the elements of growth and permanency— 


Tell us where you want to work 


CLAUDE T. TUCK, Secretary 
Occidental Building 


Surplus, $100,000 
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OUTLINE SCHOOL PLAN 


.|\ COLUMBIA INSURANCE COURSE 


ae 

| Lite Insurance and Statistical Work to 

Be Featured in University’s 
Extension Work 


NEW YORK, Oct. 3.—A_ compre- 
hensive group of courses covering the 
field of insurance and related topics, to 
be conducted by Columbia University 
instructors in cooperation with repre- 
sentatives of the various large insurance 
companies, will be given by the depart- 
ment of university extension during the 
coming academic year. The course on 
life insurance will be conducted by Jos- 
eph B. Maclean of the Mutual Life of 
New York and that on insurance sta- 
tistics by Edwin W. Kopf, assistant 
statistician of the Metropolitan Life. 

Mr. Maclean’s course on life insur- 
ance aims to provide a practical knowl- 
edge of the principles of life insur- 
ance, and is designed to meet the needs 
of home office employes, agents or any- 
one desirous of gaining working knowl- 
edge of the conduct of the business. Mr. 
Maclean will discuss its history and ex- 
tent, basic principles, actuarial methods, 
company organization, policy contracts, 
underwriting, the legal aspects of the 
business, government regulation, and 
other allied topics. 

Under the general head of insurance 
statistics, Mr. Kopf will take up the 
practical methods and concrete results 
of modern statistics as applied to pres- 
ent day insurance problems. Phases of 
the subject which Mr. Kopf will discuss 
include such topics as the adminis- 
trative control of office and _ field 
personnel; production of business; study 
of operating economies; discovery of 
new lines of insurance coverage; collec- 


tion and interpretation of hazard data 
and risk classification; preventative 
work; statistical service in modern in- 


stitutions; preparation of _ statistical 
publications, and allied subjects. 


To Be “Stockholders Months” 





| elected 


The executive committee of the State 
Life of Iowa has set aside October. 
November and December as “stock- 
holders’ months” in the production of 
new business, and William Koch, vice- 
president, advises the executive commit- 
tee that the agency organization will 
write a minimum of a_ million per 
month for those three months. 

Mr. Koch and Field Supervisor Ted 
Anthony have made a tour of Kansas 
agencies, making several new contracts 
while there and holding a “pep” school 
for agents at Salina 

The State Life has recently been li- 
censed in Colorado. This makes nine 
states in which it is licensed. 


Three New Directors Chosen 





The Equitable Life of New York has 
three new directors, Thomas | 


Parkinson of New York, Edward C. 
| Blum of Brooklyn and Jesse Sling- 
jluff of Baltimore Mr. Parkinson is 
|professor of insurance law at Colum- 


bia and has served as special assistant 


|to United States attorney general. He 


lis widely 


vice-president of the Equit- 
able and has had supervision over the 
company’s foreign affairs. Mr. Blum 
is vice-president of Abraham & Straus, 
the leading cepartment store of Brook- 
lyn. Mr. Slingluff is an attorney and 
known in legal circles 


is second 





Kelty Succeeds Brown 


Laurence A. Kelty, of Montpelier. 
't., has been appointed insurance com- 
missioner of the state to fill the vacancy 
caused bv the recent resignation ot 
Joseph G. Brown. The appointment is 
effective as of Oct. 1, and continues 
until Jan. 31, 1923. It is said that Mr 
Kelty accepted the position on the cor- 
dition that he would not be a candidat 


for reappointment. 
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SEES LIFE COMPANIES 
ON DANGEROUS GROUND 


Total 
Disability Clauses Are Loosely 


Declares and Permanent 


and Liberally Drawn 


VIEWS OF A. E. FORREST 


Vice-President of North American Ac- 
cident Points Out Weaknesses of 
Life Companies’ Position 


- = 
North 


Forrest, vice-president of the 


American Accident of Chicago, 


is of the opinion that the life insurance 


companies are skating on rather 
issuance of total and perma- 


double 


Forrest is 


ice in the 
indemnity 
the 


disability and 


Mr. 


veteran disability insurance 


ent 
clauses, one ol 
country. 
angle of the 
recognized as one of the foremost stu- 
dents of accident and health insurance 
problems. What Mr. Forrest has to 
therefore, regarding the practices 


the 


business. He is widely 


say, 
being followed by the life companies 1s 
interesting to both disability and life 
insurance men. 
Have Gone Too Far 
Mr. Forrest contends that the life 


companies have gone too far in granting 
attractive provisions in their total and 
permanent disability and double in- 
demnity clauses. He states that so long 
as the life companies provided simply 
a waiver of premiums in the event of 


total and permanent disability, they 
were taking only a small chance. How- 
ever, the coverage of the total and 
permanent disability clause has been 


greatly extended, with the result that 
the lite companies are actually in the 


disability business, whether they are 
willing to admit it or not. 
Not Disability Experts 

“Life insurance officials,” says Mr. 
Forrest, “are not, generally speaking, 
familiar with all of the ramifications o1 
accident and health insurance. There 1s 
not a great deal of similarity between 
the life and disability business. When 


an accident and health company in- 
cludes a provision in its policy contract, 
that provision is carefully worded so as 


to protect the company against un- 
usual contingencies of every kind. I 
mean to say that while the provision 


is designed to cover a particular kind 
of accident or disease, it is so worded 
as to prevent the company from paying 
out an unexpectedly high amount of 


money. A definite limit is established 
beyond which the company does not 
have to go. 
Lack Finish and Finality 
“Turning to the life companies, we 


see they have followed no such course 
in framing their total and permanent 
disability and double indemnity clauses. 
They have drawn their forms loosely, 
and in such a manner as to permit of 
much doubt and uncertainty. An acci- 
dent and health company before decid- 
ing upon the wording of a particular 
provision finds out what the precedent 
of the courts is. With this knowledge 
a company can proceed to intelligently 


draw up its form. The life companies 
have ignored this angle. They have 
ittempted in a rather general way to 
define total and permanent disability 
and to limit their own responsibility. 
But they have succeeded very poorly. 


Their clauses lack the finish and finality 

that should characterize them. 
“Insurance commissioners are giving 

deal of their attention to the 


icquisition cost of the business This 


thin | 


officials of | 


He is familiar with every | 





Lit& INSURANCE EDITION 
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is, Of course, important, but in my esti- tracts. This is what the life companies 
mation the insurance commissioners | get into when they begin writing acci 
should watch more closely than any- ; dent and health imsurance. It is in- 


thing else the clauses issued by small 
life companies providing for double and 
even triple indemnity and total and 
permanent disability coverage. n my 
estimation, some of the companies that 





are embodying provisions oi this kind 
in their contracts will most certainly 
come to financial grief if they have a 
iew claims, They cannot absorb the 
shock of a tew losses. Chey have not 
the tunds, and their contracts are too 
iberal Phe msurance con misst rs 
should not sanction the Issuance ot 
some of the clauses now m use, par 
ticularly as applied to the moderat 
sized companies with a limited amount 
ot surplus. 
Complications Arise 

“Some one has told me that a large 

and prominent company recently with- 


from the accident and health busi- 
because it was being floated with 
fraudulent claims from life policyhold- 


drew 


ness 


ers. I am willing to believe it. I can 
see that it is quite possible that the 
company saw if it expected to hold its 


life business it would have to get out 
of the accident and health field, because 
it was being taken advantage of by 
policyholders holding lite 


larg con- 


Selling at Cost 
‘l have always been interested in the 
premiums charged by the life companies 
tor total and permanent disability and 





for double indemnity. As nearly as I 
can figure it out, they are selling these 
two torms of coverage at cost with no 
CAPCnse loading ln other words, a 
portio t the expen must be absorbed 
the holders of lite nsurance poh 
. | policyholder is not paying 
il] i cost ti s not paying 
oug ind, in the case of participat- 
ng company, | cannot see how such a 
plan can do anything but bring down 
tl dividend scale. 
“They Do Not Know” 
“Life insurance companies are adding 


ture and then another to 
apparently without know- 
getting into. The 


nirst one tea 
their policies 


ing just what they are 


other day | read about a life insurance 
company which decided to pay doubk 
ndemnity for automobile deaths. Per 
haps this is a common practice, | do 
not know But just think of what it 
neans. We had eight automobile claims 
come into our ofhce yesterday. Che 
automobile is one of the mest prolific 


2| 


claims, if not the most prolific, 
yet a lite company calmly an- 
that it will pay double in 
demnity where death occurs as a result 
of an automobile accident. That com- 
going to pay out hundreds of 
thousands of dollars in double indemnity 
claims, and there will be no getting 
rhe officials of that com 


lorces oO! 
and 


nounces 


pany ts 


away trom it. 
pany apparently do not know how fre- 
quently automobile deaths are occur 
ring They do not know that the use 
t thn provision they have decided on is 
yong to prove very costly and trou 
leson They do vot know, that is 
ist t t! \ lo not know.’ 
Central Life Men at Madison 

usiness conditions in Wisconsin are 
rapidly returning to normal, in the 
opinion of Wisconsin general agents of 
the Central Life, who attended the 
quarterly conference with the state of- 
fice organization at Madison 
September, 1922, far surpassed Sep 
tember, 1921, in the amount of insur 
ance written in the state, it was brought 
out at the conference Among thos 
who spoke were A. C. Larson. Madisor 
state manager tor Central Life; C. M 
Krem Madiso: George I Carlin 
Dr. T. C. Denny, Des Moines: J. Bow 
ser, Peoria, and John Stake, Kansas 
City 
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CO-OPERATION No. 29 | | TALKS WITH LIFE UR ANCE MEN 


—This despite the fact that our 











LIFE insurance man in speaking | would cause him much embarrassment 


r ‘ ‘ of one of his experiences declares | and he said that it certainly would. Th 
URING their first twelve | that very frequently a solicitor loses out | general agent then said that in hi 
months in the life insurance | because he does not have a tangible | opinion the business was left exposed 
- - : definite proposition. He tries to sell | to great danger The death of ecithe 
business our trained salesmen life insurance regardless of its applica- | OM of the men would be a calamity 
added during recent months have ee ee ee ee ee ee ee eee oe ae ene 
- san iat the life insurance man should | °OFF OF Sho ~setptiapettechanala i prospect 
penne on an average 15 per cent he able to point out some definite, spec ee 
more usiness ‘ s , fie need that lite insurance mects. Then | >°4 dyed . a om ; 
than those who the prospect would be intereste d. | .. - ‘ = ™ ral eats men “NEE na 
entered our organization during | He illustrated the point by saying the | {Rat each mg abe = > ge gr 
. > " ° > oe oa ( . of is itis « cc OTIC To A renen 0 cacn 
1919 before our Home Office Train- eae nh Reg Recto i a -* igh other. He figured up just about what 
s S atpiia | tee . ss a @ nels | the economic value of cach man was it 
ing School was established. | borhood but he was not in. Inasmuch | pelation to this business and then said 


| as they were in this same section, the 


; that this money coming in at th ath 
agent told him that there was another * _ Mes S : € deat 


of either one would serve to maintain 


° P wrospect nearby that he muuld like to} -ooay . ; 
trained group necessarily spent os _ — se — Mores ae anne ta | credit ae enable the survivor to pull 
several weeks away from their visit the second man. The prospect | Guarters. 1 ieee see at ee 

‘ p came out of his private office and stooc a adal cal iin ee : 
territory and were entering the at the gate talking to the agent. The | ™ [is Opinion cach one of these mer 

a ~ s s . | general agent saw that the prospect was | ; : mye owe : : arene: een s 
business during an Scomorec period | not particularly interested and was en- srom Bis personal income and then ong 


in no way as favorable to the sale deavoring to get rid of the agent. 


gested that later on their salaries be 


a inercased sufliciently to take care of the 
Finally, however, the prospect invited ; ' 


of life insurance as those banner them in his private office. He con- wae ae followed this advice He 
months of 1919 and early 1920. posh head ey if h = — saw that there was a definite need and 
ie :§ a a ale ee gle gl that life insurance would be able to 

Sales training is one form of agency Jago Mag Me gana 7 ieee meet it. The general agent said that 
: : 1 was the chief owner. e generé i de o. fele Miectention of the feline 
co-operation which we offer. agent asked him what would happen if this = = onl illustrati - of the failur 
of many agents to meet with success 


he should die. He inquired as to 


. simply because they do not study th 
whether the rest of the people could alte : ae ~ 


needs of their clients sufficiently and do 


7 * 2 e 
Phoenix Mutual Life Insurance Company carry on the business just as before | Ter‘ recommend. some. clearly” detined 


of Hartford, Conn. 





JOHN M. HOLCOMBE, President 








without any interruption and witbeut 
any financial embarrassment. The 
man said that undoubtedly the business 
would receive a severe jolt as much de- 
pended upon him, A referendum by members of Class A 

He then asked him if anyone else | Ancient Order of Gleaners, Detroit, Mich., 
was interested in the enterprise and he en aces thn Sasa Mebenen yl 
said that he had a young man asso- | press rate at age of entry, resulted in 
ciated with him who was very much | the adoption of the new rates, and the in- 
interested and who was putting in con- | crease becomes effective with the coliec- 
siderable money. The general agent |tion of the first quarterly payment in 


program to meet the needs 


Michigan Fraternal Increases Rates 




















inquired whether the death of this man [1923 
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I MODERN BUSINESS 


GETTING METHODS | 





Some Practical Points for Writing 
Business and Corporation Insurance 


Suggested by I. H. Offner of Chicago 


H. OFFNER Chicago, 
counsellor for the Bokum & Dingle 
general agency of the Massachu- 
Mutual Life, who has given con- 
siderable study to business imsurance, 
was asked the other day as to the status 


ot agency 


I. 


setts 


of business insurance at the present time 
compared with the day when greater 
prosperity reigned. Mr, Offner im re 

nly stated that in his opinion the sale 


of business insurance does not depend 
materially on business conditions If 
there is a real need for business insur- 
the firm or corporation will find a 
vay to pay the premium 


Must Be Regarded 
As a Necessity 


ance 


Che main thought in the mind of the 
Mr. Offner, must be the 
insurance He 
shadow of doubt 
a business 


salesman, said 
tor 
without a 


necessity business 
must know 
that there is a condition 
house that calls for 
Mr. Offner said that in almost all cases 
leads to insurance have 


through In 


in 


busiress msurance. 


his business 


msurance 


been personal 


writing a man’s personal insurance he 
had to study his case, both in relation 
to his family and to his business To 


suggest a financial program for the man 
seeks to ascertain situation and 
the various obligations that he | 


he his 
Nas il a 


iamily and business way. 


Must Know the Facts 
Before Presenting Plan 


Mr. Offner does not belive that 
gent will get very far in soliciting 
ness insurance by the cold canvass plan 
men hard headed. They 
spend money unless they see 
getting value received. There- 
present a plan business m 
without knowing the 
a concern is presumptuous and an 1 
ustice in the opinion of Mr. Oftner. 
Speaking further, Mr. Offner said 
“The great need business 
ance is with the 
smaller partnerships 
Large enterprises as 
insurance, 


a lite 
busi 
Business are 
will not 
they are 
to 


urance 


1ore, o! 


inside atl 


lor msut 
medium-sized 
corporations 


do not 


and 
oT 

a rule 

For instance, | 


need 


usiness do 


not believe that a salesman should at- 
tempt to interest the United States 
Steel ¢ orporation, the Wesiern Union 
felegraph Company. the New York 


Central Railroad or big organizations ol 


that kind in life insurance. There might 
” some condition arise where even a 
giant corporation would have its prob 
lem solved through life insurance, but 
it is rather remote The big field for 
business insurance is im concerns ol 
lesser magnitude, where the individual 
plavs a iar greater part. Here the 1m 
portance of the man is apparent. The 
loss of a man in a gigantic corporation 


where by 


ripple, 


t would mean a 


would hardly cause a 
a smaller 


tremendous 


concer } 


jolt. 


Situation As Regards 
Smaller Concerns 


‘In every small concern there ts one 
tan or two or three who are the pivots 
nd whose presence m the line or duty 
nean probably the well being of the 
concern I believe that almost every 
husiness enterprise of this character 
needs business insurance. If it could 


be properly analyzed and the internals 
known, a keen agent would see how life 
insurance could bolster up business. 
Business insurance enters into the con- 
ideration when a concern goes into 
lebt. has to meet some obligation 


e future, desires to create a sit 


nm 
ih 





*h 


ing 


fund. Many concerns want to expand 
They see great opportunities 
them In order get credit they may 

] 


have to put up every possible safeguard 


betors 


to 


Business insurance opens the way to 
many a business concern to meet its ts 
sues and solve its problems. The big 
duty of the life insurance man ts to as 
certain the needs and then see if lit 
insurance will meet them. 


“It does not matter whether times are 


good or bad. Often bad times creat 
even a greater need for lite insurance 
When a concern becomes tully con 
vinced that its need does exist and that 
it can be met through the medium ot 
lite insurance, a policy will be sold. 
“The amendment to the income tax 
law providing that the proceeds trom 


usiness msurance policies are put in 
the same category as personal life in- 
surance policies, and therefore are not 
taxable as income as they have been 
has relieved the situation very much 
Personally 1 did not los a case in 
soliciting business insurance on the 
ground that the proceeds must be re 
garded as income and therefore might 
be subject to the pronts tax Most busi 
ness houses realize that taxes are here 
and must be met \ concern is not go 
ing to quit business because it has to 
pay a high tax rate on its profits. How 
ever this fact did cut quite a figure 
with some agents and I have no doubt 
that it has kept business on the books 
which would have lapsed if the amend 


ment had not passed. 
Salesman Must Be 
Frank and Sincere 


soliciting business insurance the 
trank and 
presentation l not a 


making up ai schedule. ct 


Salesman must be very sin 


am 


HARD WORK WILL BRING BUSINESS 


W. J. OLIVE OF HOLLAND, MICH., DECLARES THAT THE 
APPEAL MUST BE STRONGER 





J. OLIVE of Holland, Mich., 
W one of the most successtul life 
* insurance producers, says that 
he is working twice as hard as he ever 
did. He declares that the trouble with 
most agents today is the fact that they 
ire not putting m as much effort as 
they should, working as hard as they 
should, nor are they using the energy 
that they should. Business, he acknowl- 
edges, is much harder to get than it 
has been. The appeal must be stronger 
More men must be seen and more et 
fective arguments used. Mr. Olive says 
that agents do not realize the value ot 
service to their prospects and policy 
holders rhev forget the many things 
that can be done for them \ man 
takes out life insurance, then he ts neg 
lected or torgottes An agent, Mr 
Olive savs, should keep in close touch 
with his people anticipating their lite 
insurance needs, doing everything he 
ci ior them along life insurance lines 
ind thus making himself iluabl 
cry Mal 


Appeal to the Heart 
Mr Olive 


makes his strongest appeal 


to the heart He asserts that many 
agents sell their insurance on the basis 
that company is all right, that the 
polic vy is good or on some other teature 
He declares that the direct appeal 
should be made to the emotions \ 
man must be made to feel the respon 
sibility he owes to his dependents Self 
love and family love are two mighty 
strong traits in human nature \ man 
will go to all lengths to save his family 
He will le ¢ borrow or steal Wm neces 
sary. Mr. Olive says that a man should 
be made to realize that his lite insurance 
is the one thing that is protecting his 
fam H: should drop evervthit red else 
but life imsurance He should econo 
mize m every other direction, 1 neces 
sar His family should not. sufter 
Kyven in soliciting business imsuranect 
Mr. Olive says that the heart appeal 


should be the strongest one 


Life Insurance Essential 


“When you come down to it the 
of family or one’s self is the dominant 
trait in the life insurance sale,” says 
Mr. Olive. “You must show a man 
that his life insurance is absolutely es- 
sential to the welfare of his dependents 
The other day a policyholder of mine 
who = hi is life insurance on the 


love 


iS 
s his 


monthly imecome 


plan told 
reduce 


he 


as 


me that 


would have to insurance 


his 





he could not afford to pay for so much 
He has tour children | inquired of 
him whose education he was going to 
nevlect | asked him which child would 
have to be cut off 1 showed him that 
he had taken out this insurance for the 
henetit of his children, and that in re 
ducing the msurance naturally he 
would have to discriminate against one 
ot thet | said that if he was ready 
to «¢ one ot them off, of course. there 
would be no need for the insurance 
The argument went home and he paid 
the premium 
Creating the Right Desire 

] nd that too much insurance is 
( y sold the vrong basis ls pre 
buy on the impulse or under a litth 
excitement and when it dies down they 
are cold and indifferent Phis is the 
Wa some of the evangelists affect peo 
ple The ret them roused up to 
high pitch, but when the excitement is 
gone they lose interest Phey have not 
been thorough! grounded in. religion 
The desire to continue in the straight 
and narrow way has not been created 
\ man sees an automobile and he wants 
t The desire is great He finds the 
money to purchase it He sees some 
thing else and must have it In some 
Way or other he wets the money | 
tell my people that this is just the time 
when life insurance is the most needed 
Last year the common people lost over 


$600,000,000 through fluctuation in the 
stock market Insurance is an invest 
ment that never fluctuates It is the 
true defender of the family I went out 
the other day in a farming district. The 
farmers naturally are hard hit My 
irguiment as that the tarmer had his 
lane vhich could not be taken fron 
hin He is in a different position than 
a manutacturet who has to shut down 
Hye has dependents to protect as well 
as anyone ] told the tarmers that in 
many respects they were better off than 
others Their products would always 


in demand. The price might change 
from time to time but people must have 
farm products. I said to them that 
they should place their families in a 
position where the work could go on 
regardless of any contingency. The 

We 


land itself should he protected bv Ife 
isurance.” 


and statistics 
business men as a rule are 
knowing what life insur 
their particular cas« \ 
house has a problem to solve 
and a positive may exist 
insurance to protect the 
nst a irightful impact of 
do 1ot belheve that the 
enters mto the matter 


The saving of a 


presenting a lot of 
I think that 
interested in 


will do 


hgures 


ance 11 
business 
\ need 
Will life 
concern 


SOM « 


one 
serve 
agal 
kind? | 
question ot cost 
to anv exreat extent 
here 
The 


do th 


or there Is not really 
ks, will 


how w 


business man a 


lite nsurance work and 


it do it 


Prospect Recognizes 
Master Hand 


that business 
appreciate a 
rhey know 
presented 
that is worked 

Pherefore it 


: ] by hic ve 
cnough to 


men 
master 
when a 


of 
program 
that is worth whik 
out to their advan 
behooves a lite in 


he « in 


Insurance 
is beme 
and 
tage 
surance man to know everything 

his and to know 

can be applied to the business of 
to meet their needs A hk 
man cannot enter a business hous: 
intelligently present a 
business 
tortihied 
> own pt 


about business how it 


other 
men 

: insur 
nes 
and 


tor 


proposition 
msur without 
He must not 
isiness but the bu 
which he S canvassing 


salesman should secure as 


nce 
. being 
well 


only know 


SINCSS O 
concern 
much ac 
mtorn possible 


to 
hin 


ation as and on tl 


erview be able gather cnoug 
to present hi Case 


m an effectual manner 


Business Insurance Talk 


Given in a Nut Shell 


C. TALBOT, JR 
City the 
| lic, arizes a 
tor 
he puts it 
Jones, 


the New 
Mutual 
splendid argu 


This is 


ot 


York 


agency of Benefit 


sumn 
ment business it 
the way 


“Mr 


should 


SUTAaANCE 


turn 


suppose \ 
around 


and say 


our partner 


on his chair here 


ick. 


im gome 


won't be b onvert all 


counts 


\lso see 


coming 


ucts 


what is to it, and—let’s see 


' 
yes, 10OK Out tor my personal creditors 


Now | want 
undue delay Thanks 


too, will your this done 
without Bill 
good 


“OF 


good bve 
think 


1 him 


....9 , 
iuck and 
you'd 
and politely te 


} 


ut some day 


course your partnet 
to go 
he is going away, and the 
will tell you to do just those very 
Now Mr a good 
whom I am going to suggest vou 
a partner. No, he going 
to the business, nor 
nuisance himself He is a 
but he tails 

moment your 
his long journey, will 
to shoulder your obhi 
ind guarantes and 

This partner 
busts nsur ; 


crazy 1 
} 


where 


1 
iW 


things Jones, I know 
tellow 
to take as 


isn't 
to tell you how run 
ot 
chap, 


critical 


I ake a 
quict 
at the 
partner 


sort ot never 
WW he n 
he 


le gal 


Starts 
step mm 
comitort 
Mir 


gations 


Tones 1s 


Who Carries It? 


iow much life tmsurance do 


you 


thousand.” 
How 


“None 


much does your wife carry?’ 


at all.” 
“Oh, yes, She carries the 
difference between the $5,000 you have 


she does 


rrovided and the amount she would 
need to live on if vou died. You are 
making her vour co-insurer Ww. P 


Kent 
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Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 





agents. 
Two general Agenciesopen 
in Iowa. ; 


Write for information. 
LOUIS H. KOCH, President 
National American 
Life Insurance Co. 


Burlington, Iowa 








“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 18.7 bide.) TOWA 





TERRITORY 


IOWA SOUTH DAKOTA 








| The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35... ., .$31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIAT’N 


Des Moines, lowa 














FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 
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LIFE INSURANCE ON RADIO 
(CONTINUED FROM PAGE 17) 
policy, backed by its legal reserve, super- 
vised and guaranted by our state laws, 
is a certainty and would be replaced if 
the owner should lose it or a _ thief 

should steal it. 
Certifies Love of Family 
“It certifies a man’s love of family 
and deepens the love and respect which 
wife and children hold for him. It 
projects his earning capacity far into 


concerns tremendously the future wel- 
fare of every man and his family. Its 
service is practical, loving, sacred. It 
stands porter the emergency door, 
assisting instantly, unfailing, when the 
winds of death or old age blow home- 
ward. 

“Paradoxical as it may seem, and the 
thing that prevents and delays the con- 
pletion of our individual insurance pro- 
grams unfortunately in most cases vntil 
it is too late, is this unusual fact—W hen 
we can get it we don’t need it—when 
we need it we cannot get It. ; 

“The greatest thing in the world of 
literature is Shakespeare—the greatest 


at 











thing in the world of art is the 
Parthenon—the greatest thing in our 
world of human welfare 1s life imsur- 
ance.” 


Maddox Makes Good Record 


lames A. Maddox, who took charge 
of the Columbus, O., branch ot the 
Missouri State Life about a month ago 
is rapidly approaching the quarter mil- 
lion mark in volume otf written business 
on personal production. He has passed 
Recently he added 


the $100,000 mark. ‘ 
Ben Rosenberg and Louis Rosenthal to 
his selling statft. 
Good Production Records 
In a recent weekly production cam- 


paign extending over a month s time, 7t 
Connecticut General’s field men 


of the 
wrote at least application each 
week. Fifteen wrote at least two appli- 


cations. one life and one accident. The 
man was A. W. Sharp, who wrott 





nich 
4 applications: 20 life and three acct- 
lent. Mr. Sharp achieved this unusual 
| record by seeing a very large nunber 
ef peonle, 39 during the first week alone 
lowa Directory Issued 
Duke Nationa UNverwriter has just 
| issued the new Iowa Insurance Direc- 
} tory. This is a complete compe ndium 
loi insurance information im the state. 
| It gives the,insurance directory of cach 
ftown. Full information is given regard- 
ling companies and classes of business 
| written and other very useful informa- 
} tion. 
| 
Suit Over Double Indemnity 
Che Guardian Life is defendant in a 
| suit filed at Minneapolis by Mrs 
Maude L. Burch. widow ot George 5 
| Burch. who died last May tron 
gunshot wounds She asks $48,000 
|irom the company on the strength 
lof the coroner's verdict that death 
| was accidental. The company claims 
it was a suicide and that the widow is 
entitled only to $100 a month instead 
of the 160 a month she demands under 
the double indemnity laine thre 
] , 
To Examine Northwestern Mutual 
Piatt Whitman, Wisconsin imsurance 
mimissioner, visited Milwaukee this 
t for the purpose of making pre 
miinary arrange nents for the exa‘rina 
tion of the Northwestern Mutual Life 


| Other states to participate in the exam- 


ination, which will take about three 
nouths, are Minnesota, Virginia, Mas- 
sachusetts and Connecticut. i 
Hobl Massachusetts commissioner, is 
onterr) with Mr. Whitman in Mil 
tkee in regard to details of ¢! exat 


the future for the benefit of his loved 
ones. Its service is adapted to all | 
classes and conditions of men. The 
poor need it—the rich demand it. It 





EW YORK COURSE IS OPENED 
Salesmanship School At New York 
University, Headed by G. M. Love- 
lace, Makes Auspicious Start 


The course in life insurance salesman- 
ship fathered by the Life Underwriters 


Association of New York at New York | 


University opened Monday for its 11 
wecks’ term with 66 students enrolled. 
There were two more than the maxi- 
mum 66 students and they will have to 
wait for the January term to begin un- 
somebocy who enrolled fails to 
keep up the work. 

There are 17 different companies and 
24 agency organizations represented in 
the class, and nine different nationali- 
ties. Eight women have registered for 
the All the students have se- 
-ured connections with some agency or 
company and have been duly licensed 
to comply with the insurance law. One 
member of the class is manager of an 
agency which is producing $17,000,000 
of business a year, but there is also a 
proportion of students with no previous 
experience as well as some with an 
experience of a few months in the busi- 
ness and who wish to improve their 
knowledge. 

Griffin M. Lovelace, formerly of the 
Carnegie School, is director of the new 
course. he having resigned from the 
Pittsburgh school to take up the work. 


1 
ess 


session. 


Shenandoah’s Fall Campaign 





The Shenandoah Life of Roanoke, 
Va.. is now mapping out an extensive 
expansion campaign, the plans now 
being made by home office officials. 
\gency Manager W. F. Macallister 
S arranging a_ school of instruc- 
tion and will hold schools in 
various territories instead of at the 


home office The fall campaign which 
will commence Oct. 1 is being arranged 
in the form of a contest and is called 
“The Battle of the Quotas.” 
agent has been advised of his quota and 


the three closing months of the year 
will be given for the attainment of the 
goal. \pplied for business during the 


first eight months of this year show an 


of 352 percent over last year’s 


ncerease 
and pa‘d for business during the same 
period shows an increase of 80 percent 
over the 1921 figure. 
Papers Feature Insurance 
The “Jewish World.” a daily news- 


paper in Cleveland, recently commenced 
a weekly insurance 

terest the general public. Earlier in 
the vear life insurance was given con- 
siderable publicity through an insur- 
ance page by the “Cleveland Commer- 


cial” a new morning paver catering es- 
pecially to business and professiona! 
men 
Rul ng on Fleming Case 

Ficming Lrothers. formerly promi- 
nent in the Towa life insurance field, 
rust pay the widow of the late Charles 
Fleming, ene of the brothers, the full 


widow's dower, the lowa supreme court 
has held in a final decision on this fam- 





ous case. The amovnt is near $250,000 
The Fleming Brothers produced a con- 
tract upon the death of one provid'ng 
hat upen the death ot any one his 
nterest was to revert to the others but 
t} mrt. overruled it 


Seeks Additional Dividerd 


Superimnt ndent Franets R. Stoddard. 
Ir.. of New York ts secking authority 
tro the court to pav a second dividend 
20 percent in connection with the 
hquidation of the Catholic Mutual Bene- 

\ssociation of Hornell. Already 

10 percent dividend has been paid to 
creditors. The fraternal has been in the 
departn.ent’s hands fer liquidation since 
May 11, 1920 

John M. Grant, Jr., assistant manager 
of the St. Louis agency of the Misseuri 
State Life. was married recent! to Miss 
m Rickman of Chester, 1] 


page keyed to in- | 
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BUYS HOME OFFICE BUILDING 
Lincoln Reserve Life of Birmingham, 


Ala., Takes Over Structure Where 
It Is Now Housed 


The -even-story Chamber of Com- 
merce building at Birmingham, Ala. 
was sold recently to the Lincoln Re- 
serve Life for a consideration between 
$300,000 and $400,000. The company 
which already occupies one floor, will 
make the building its permanent home 

In discussing the purchase Col. Jess« 
F. Stallings, president of the Lincoly 
Reserve, said: “I feel that our lif 
insurance companies and other corpor- 
ations of that kind are like individuals 
they should own their own homes—and 
I am delighted that our company can 


Examining North American of Nebraska 


The Iowa and Nebraska departments 
are making the regular triennial ex- 


| amination of the North American Life 


of Omaha. The company recently ap- 
plied for license in Iowa, in connection 
with which the examination is being 
made, 


Omaha Life Convention 
Nebraska agents for the Omaha Lif. 
will meet at the company’s home office 
Oct. 9 for their convention. 





Travelers New Chicago Branch 


A new branch office has been estab- 
lished by the Travelers in Chicago in th: 
Woodlawn Trust building at Sixty-third 
and Woodlawn avenue H. P. Grogan, 
has been assistant manager of the 
life and accident department of the com- 
pany in Chicago, has been placed in 
charge of the new office. About a year 
a half ago the Travelers opened a 
north side branch office on Wilson 
nue. 


ave- 


was recently ap 
Federal Life of 


has established 


W. J. Curaway, who 
pointed manager of the 
Illinois in California, 
headquarters at Oakland 

Courtenay Barber, of the Chicage 
agency of the Equitable of New York, well 


known as one of the leading life under- 
Writers of the United States, who has 
been in Portland attending a church con- 
vention, stopped in Los Angeles on his 
way home and addressed a special meet- 
ing the Southern California agency 





@ We write only one 
Agency contract 
for all agents. It 
is described in a 

little booklet 

which you may 
have for the 
asking. 


Nat lw nalge 
Insurance Company 


Home Office, Madison, Wis. 











FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
estet buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 
terested prospects who had requested 
information In 1921 this service, and 
Fidelity's original policy contracts, 
brought us within 74% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 
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Recently 
THE FRANKLIN 


Life insurance Company 
of Springfield, Illinois, 
entered the state of 


INDIANA 


Life underwriters of Gen- 
eral Agency calibre are 
needed to develop several 
attractive territories in 
that state. 


If you are capable and 
ambitious, let us know 
something about your 
qualifications. Contracts 
are made directly with 
the Company. 





THE FRANKLIN LIFE INSURANCE COMPANY 
has a splendid tradition for “Aggressive Conservatism”’, 
and a Co-operation par-excellence between the com- 
pany and its agency staff. More than $130,000,000.00 
of insurance in force. 


Write to the Home Office 
Springfield, Ill. 











Agents Wanted! 


For Attractive Contracts 


Write to 


oon Nedy 


Lipp 





Soin 


of <3 





{_OF HOUSTON.TEXAS. } 


J. C. Stribling 
President 


J. M. Yoes, 


Secretary 























THe Chicago National Life Insurance Company 
has special inducements for live agents in I |linois 
and in Indiana, advantageous contracts, standard 
policy forms, home office cooperation and the in- 


fluence of 1200 stockholders in both states. 


Five thousand leads received last month from our 
stockholders. 


Chicago Rational Sinderwriters Co. 


INCORPORATED 


GENERAL AGENTS 
202 South State Street Chicago, Ill. 








MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed— use of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 




















Great Southern Life Insurance Company 
DALLAS—HOUSTON 


Assets Over . . . . $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable Agents in Texas, 
Oklahoma, Missouri, Kansas, Arkansas, Louisiana, New 
Mexico and Mississippi. 


Policies up to date 
Write 
E. P. GREENWOOD 
President 
Dallas, Texas 


F. W. GRIFFIN 
Supt. Agencies or 
Houston, Texas 

















More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
Assets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 
Insurance in Force 49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organised February 23, 1888 

















EQUITABLE 


SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 

It is one of the largest and strongest financial organizations in the world. 

It is a great human welfare institution with a membership of nearly a million thrifty, 
far-sighted persons banded together for mutual protection, whose combined insurance 
aggregates $2,817,970,732. 

Its assets are safely and profitably invested, and its large Surplus Reserves guarantee 
its stability regardless of financial conditions. 

It paid to Policyholders and Beneficiaries $83,678,764 in 1921. Its Total Payments to 
Policyhelders and beneficiaries since organization total $1,458,653,991. 


, } 

In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) were paid 

within one day after receipt of due proof of death. 

Its Mortality Rate for the year 1921 was the lowest in the history of the Society. 

Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and it has set aside 

$26,148,772 to pay the Refunds due in 1922. 

It was the first company to make policies incontestable after one year. 

It was the first company to demonstrate that a policy could be paid as promptly as a 

bank draft. 
It was the first company to insure large numbers of employes in a body on the Group 
Insurance plan, with scientific medical inspection substituted for personal medical 
examination. 
It has devised the Home Purchase Plan of insurance whereby a man of moderate 
means can own his own home and pay for it conveniently whether he lives or dies. 
It has developed a programme for the education and training of its agents in the prin- 
ciples of life insurance and in modern salesmanship. 
It maintains at its Home Office an Inheritance Tax and Business Insurance Bureau 
for the benefit of the insuring public. 
Its policies are liberal, clear and comprehensive, readily adaptable to the diversified 
needs of the insuring public. B 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


120 Broadway, New York 


W. A. DAY, President 


QUITABL 





